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We created these tires fo meet the actual demand of thousands of conservative bicycle riders 


The tire buyer 
who does not 
consider first 
cost buys Vac- 
uum Cups— 
their higher 
price is that 
much more 
economy. 
























There's a big section of 
buyers, too, who make 
their tire expenditure on 
a more moderate basis. 


















They want V. C. quality propor- 
tionate to a more available price. 
To fill this actually existing demand 
we have created 
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—new factory brands, built for uttermost value, and carrying guarantees that 
protect the dealer and the user alike. Ask for descriptive literature and dealer 
proposition on the Three Star Line. It is something new—something bigger 
and better in sales plan. 
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1847 ROGERS BROS. pat: 
terns, at your dealers. Sold 
with an unqualified guar- 
antes made possible by 
the actual test of over 


65 years. 
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. Suceessor to Merider Britannia Co. 
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The advertisement, shown above in reduced size, will occupy a page in SATURDAY EVENING POST, 
NOVEMBER 21 (distributed November 19), and will help you sell Thanksgiving silver if you identify 


your store with our advertising. Write for Circular 1245-H describing our dealer helps. 
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Why “National” Hangers Roll On 


og HE majority of door hangers do roll. Some 
roll easier than others. And many stop roll- 
ing after the first storm. That should not be. A 
farmer needs a barn door hanger on the outside of 
his barn—not in his parlor. So we have produced 
a new Storm Proof Hanger and Rail that is un- 
failing in action. 
moisture. The door sets 


close to the rail. Note. the 
roller bearings. 


In this sectional view you 
can see very clearly the fea- 
tures we have lately pro- 
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duced and which we find are 
growing in favor day by day. 
At the top is the “Tite-Fit” 
joint. We have added 1% 
inches to the cover length to 
protect the “works” from 


However, there are other 
features you cannot see here. 
May we explain in detail? 
When writing for our illus- 
trated circular, ask also for 
prices and exclusive agency 
terms. 


National Mfg. Co., Sterling, Illinois 
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HIBBS HARDWARE IN CLOVER 


Wide-Awake Ohio Concern Believes in Votes for Women When It 
Comes to Store Trim 
By “THE ASSISTANT MANAGER” 
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Interior view of Hibbs Hardware Company’s store with the opening time decorations 


O begin with Hibbs hates dust and disorder as 

f ' a sinner hates holy water, and the jewelry 
business was robbed of a top-notcher when 
Hibbs hitched hardware to his name, and opened up 
in Portsmouth, Ohio. 

The Hibbs Hardware Company’s old store was 
known over a good part of three states, and its cus- 
tomers were cosmopolitan plus. This meant hard- 
ware that ranged from baseball goods to aluminum 
ware, and from gas stoves to dog-collars. Naturally 
an old store built to cover a lot gather than to prop- 
erly accommodate such a varied line, was a few laps 
behind the times before the “Powers that be” de- 
cided that Hibbs hardware needed a new home. 

If any doubt evér existed as to the company’s love 
for hardware it vanished when the new store opened 
last December. No bride was ever escorted to a 
home where her every comfort or convenience was 
more carefully considered in the building. There 
was a place for everything, and it fitted so well that 
the goods looked very much at home, even on the 
opening day. 

A. P. Pope is the window trimmer in this pro- 
gressive Ohio store and his work puts O-hi-o in the 
same class with ace high. 

Pope-puts a punch in his windows, and follows it 
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up with interior decorations that would make the 
ancient mariner who trod the hurricane deck-of the 
old-style hardware store wonder what had happened 
to the gender of the hardware business. 

It might look to that battle-scarred old veteran 
like, votes for women, and it is. -The Hibbs hard- 
ware store is a splendid example of the evolution 
taking place in many of our most progressive hard- 
ware concerns where the owners have awakened to 
the fact that women buy most of the hardware that 
is sold, and that even men won’t deny their trade to 
a store that strives with might and main to reflect 
class in appearance, as well as in service. 

Trimmer Pope uses palms, Easter lilies, ferns, 
crysanthemums, holly and mistletoe. He hasn’t hesi- 
tated to decorate a washing machine with a palm 
and the pillars in his store are entwined with cling- 
ing vines that look as friendly as the fortunate men 
who work in that environment. 

The night this store held its opening five thou- 
sand people visited it. Every one was given a sou- 
venir, and the people of Portsmouth were made to 
feel that Hibbs hardware success was their success. 
Many old customers were seen piloting friends 
through “their hardware store.” 

In its window display the Hibbs Hardware Com- 
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pany closely follows the seasons, or perhaps we had 
better say closely leads the seasons, for its showing 
of seasonabie goods is always on the brink of the 
buying season. 

In its salesroom you will not find wire cloth, lawn 
mowers, fly swatters or other summer hardware in 
the late fall months. You will be tempted with 
stoves, chafing dishes, winter athletic goods, andirons 
and other seasonable hardware. It is early, but al- 
ready the store has taken on a look of Christmas 
that savors strongly of exceptional business soon. 





View of the front part of Hibbs Hardware Company’s 





The front of the Hibbs Hardware Company, showing win 


The company realizes that skates won’t sell after 
Christmas, and that the time to set the minds of 
people on practical Christmas gifts is now. It is 
easier to help a customer make up his mind than it 
is to make him change his mind. Business men who 
realize this are more apt to be happy in their work 
than those individuals who argue their way through 
life because they have failed to do a little thinking 
for the people in their towns. 

Never in the history of our country have our 
people had more open minds to practical gift sug- 


store showing arrangement of stock decorations, etc. 
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dow displays and decorations used at the time of the opening 


gestions. Economy and thrift is in the air. The 
gift-giving spirit is as much alive as it ever was. 
Nothing can down that, but world events right now 
are the kind that make folks think, and when buyers 
mix brain work with Christmas money, hardware 
will not suffer. Nickel-plated copper ware is going 
to be more popular than jewelry this year. Carpen- 
ters’ tools have the edge on silk pajamas, pocket cut- 
lery crosses the starter’s mark ahead of celluloid 
Christmas cards, and sad-irons have the jump on 
paradise feathers. The come-down from extrava- 
gance to common sense will seem less abrupt if we 
all take a tip from this good Ohio store and trim 
sterling staple hardware with those things that lend 
class. A frying pan in a Christmas setting ceases 
to be a greasy implement of the kitchen, and a 
butcher knife looks more like a carving set if it is 
delivered in a holly wrapper. 

Some of the happiest people in the world don’t 
ride in limousines, and never expect to. The idea 
is permeating the minds of many American people 
that “to be remembered” is more than to be “given 
something” at Christmas time. Nine men out of 
ten would rather get a hand saw in a Christmas box 
than to fall heir to paper weights or lodge emblem 
pen racks. Ninety-nine boys out of a hundred would 
rather possess a jig. saw, a tool set, or a Boy Scout 
hardware outfit than to get a jimcrack toy that 
wabbles after the wild onslaught of Christmas joy. 
Hibbs Hardware Company believe these things be- 
cause it has practiced them, and the citizens of Ohio 
have loyally supported its efforts. 

Look over these pictures. The store speaks for 
itself. Dainty, beautiful, artistic. Yet there isn’t 


a thing about it that detracts from that rugged 
sturdy something which brands hardware the most 
durable and self-reliant of all merchandise. 





American hardware needs more firms of the Hibbs 
type, and it is getting them. For five years past 
hardware fixture manufacturers have been rushed 
with business. With such examples as this store it 
is small wonder that so many of us are inspired to 
improve. 

We admire the man who turns his faithful old 
horse out to pasture. Did it ever occur to you that 
many hardware stocks have earned pasture? Good, 
convenient modern fixtures are to a hardware stock 
what green grass and a shady spot are to an old 
horse. Your stock may have earned what the Hibbs 
Hardware Company has given to its own. If so, 
your hand should not tremble when you draw a 
check on some of your 4 per cent. money rusting in 
the village First National to buy it a pasture. When 
the event comes off drop your assistant manager a 
line, for good news needs pushing along. 

Write Hibbs a letter asking if it paid. The com- 
pany has had a year’s tryout. I’ll bet the reply will 
tell you it made money. and that it feels like a bath 
in the fountain of youth. 


O. S. LARKBY, secretary of the Edwards Mfg. “om- 
pany, Cincinnati, Ohio, has returned from a two weeks’ 
vacation trip to Asheville, N. C. 


ALBERT BOEBINGER, president of the Boebinger Hard- 
ware Company, Cincinnati, Ohio, has returned from a 
week’s business trip to Chicago. 


THE Security Stove Mrc. Company, Kansas City, 
Mo., has increased its capital from $80,000 to $110,000. 


Everything has its price, but the real prizes of life 
are not found on its bargain counters.—Blossergraphs. 








THE HUMAN SIDE OF THE CREDIT 
PROBLEM 






With Especial Relation to the Accounts of Contractors 


swung from a street car in a certain city and 

made his way to a large plot of ground on 
which foundations for twelve two-story residences 
had been started. It was his purpose to interview 
the contractor in charge of this work and secure a 
portion of the business. . 

The building operation was in one of the best resi- 
dential sections of the city, and on the face of mat- 
ters it looked as if the account were very desirable. 

Finding his prospect the salesman introduced 
himself and then proceeded to listen to a very glow- 
ing description of the number of such buildings 
which were going to be erected, the amount of money 
which this contractor was going to clear, and the 
enormous quantities of goods which he would pur- 
chase. At the end of this time the salesman man- 
aged to get away, having never asked the con- 
tractor for any business. On being asked some days 
later by the head of his firm as to why no sales were 
being made to this contractor, he replied that in his 
judgment the man, who was a comparative stranger, 
was a dead beat, and that the men who were sup- 
plying material for his operations would regret it. 


The Blusterer a Poor Credit Proposition 


Some few months later the “crook” left that city 
after cleaning up an amount estimated to be about 
$30,000, the most of which was gained by running 
up heavy accounts with supply dealers. Our friend 
the salesman had refused to solicit this business be- 
cause he felt that the contractor was too anxious to 
create a good impression. It is a peculiar phase of 
human nature to talk the most when there is the 
least foundation for the claims that are made. Many 
a credit man can solve the problem of the extension 
of credit to a prospect by deciding the matter on 
this one point. In nearly all cases the men who try 
to impress you with the bigness of their business, 
and the amount of money they are making, are sim- 
ply bluffing for a line of credit, and in far too many 
cases the firm is left with a good-sized account on 
its hands, which is not worth the paper that the 
writing of a statement requires. 


Human Nature a Determining Credit Factor 


The credit man has the most thankless position 
in a retail store. If he is over-cautious and refuses 
accommodations to some man, who later proves to 
be good, he is blamed. If, on the other hand, he 
allows his desire for more business to sway his 
judgment to the extent of allowing credit to some 
man who fails to pay, he is blamed for his careless- 
ness. For the accounts which he does collect, either 
hard or easy, we give him no praise. That is his 
business. 

Nearly all retailers have their local credit guides, 
through which some idea of a man’s paying qualities 
may be obtained; but after all, it sifts down to the 
question of being able to judge human nature. There 
are few contractors who enjoy a really satisfactory 
rating in the average town, yet there are many who 
will, can and do meet their bills with a fair degree 
of promptness. 

It is here that the ability to judge a man’s char- 
acter must be brought into play. To know when to 
extend credit, when to refuse, when to accommodate 


QO": day during the year 1912 a young man 
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a customer through a period of money stringency, 
and when to demand your money, is essential. These 
things can only be determined by a close study of 
your client’s nature, by the mental notes which you 
make from time to time, which tell you the proper 
thing to do, and the time to do it: 


Asking for Your Money When It Is Due 


Your average hardware merchant is most lenient 
in the matter of making his collections, and this is 
much to his detriment. There are some few people 
on the books of every firm whom you cannot press 
for payments. There are times when your best 
customers are pressed for funds and when they must 
be accommodated. But as a general proposition it is 
purely a matter of good business to collect your 
accounts when they are due, and your customers 
appreciate you as a business man for doing this. 

A certain retailer who has been quite successful 
views the matter in this light, “Collecting is just as 
much a business proposition as selling. People who 
buy from me may expect to pay their bills when they 
are due or I am going after them. If they are un- 
businesslike enough to get mad, they are too un- 
businesslike to be successful, and therefore are too 
poor credit risks to remain on my books.” 

It is needless to add that his collections are good, 
and that he discounts his bills. 


Sending Good Money After Bad 


One of the greatest problems which the credit 
man has to confront is the case of a buyer who has 
proven fair pay and who begins to get behind. Look- 
ing into the matter the merchant becomes disturbed 
over the prospect and yet he is afraid to press the 
man for his money for fear the customer will get 
mad and refuse to pay the account at all. Conse- 
quently he continues to nurse the account along, let- 
ting the customer go deeper all the time, and finally 
the merchant is compelled, in many cases, to charge 
up this account to profit and loss. 

In doubtful propositions this point should be con- 
sidered in every case. If you sell a man $1,000 
worth of goods and have him beat you out of $250 
of it you have lost the profit on the whole amount, 
and your efforts were wasted. 

A retail hardware merchant had bin carrying 
a certain contractor for some time, and: finally the 
payments began to get scattered. Each month 
would bring partial payments on certain accounts, 
certain items would be disputed, and various other 
reasons offered to defer the whole payment. All the 
time the account was gradually getting a little 
larger. Finally, the customer was seen and told 
flatly that all due accounts must be settled. After 
trying his entire line of excuses and failing, the cus- 
tomer agreed to pay the bill on a certain date. On 
that day the amount was not forthcoming. Phone 
calls and visits to the man’s office always found him 
out, but every day brought orders from his fore- 
men, for he had a large amount of work on hand. 


The Man Who Deliberately Lies 


The creditor had lied, and his actions added to 
the offense. After three days the merchant wrote 
him. The letter was brief and to the effect that 
unless a settlement of the attached statement was 
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made by the next afternoon a lien would be filed 
against every job on which material had been fur- 
nished. 

The credit man realized that the contractor could 
not afford to have his work tied up by liens. It 
would have been fatal to him. He also knew that any 
man with that amount of work on hand could raise 
the amount in question (about $250) if necessary. 
He did not consider whether the customer would 
get mad or not. The account was past due, and must 
be paid, regardless of personal feelings. 

The next morning before 9 o’clock the retailer 
had money and security for the entire amount, and 
his action was justified sometime later when the 
contractor quietly left town, leaving a heavy trail 
of debts and bad checks behind him. 

The man who tells a deliberate lie, purposely, and 
with some specific intent, is a man who cannot be 
trusted, and therefore should not be entitled to 
credit, and the sooner you get such men out of your 
books the better off you are. .- 


Co-operation in Collections 


One afternoon in another city a group of build- 
ers’ hardware men met to discuss their trade prob- 
lems, the question of profit being under considera- 
tion. In response to the suggestion that some 
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method be devised by which all firms would figure 
on more profit, one of the men present refused to 
enter into an agreement, but made this statement: 
“If you fellows want to make more net profit I'll 
show you a way. I’ll agree to meet with you once 
a month, at the end of which time all of us will pre- 
sent the accounts of contractors who have fallen be- 
hind in their payments, and who have gone to some 
other firm to trade. These contractors will then be 
sent a form letter, to which the name of every firm 
in this group will be signed. This letter will also 
state that he owes a certain firm such an amount of 
money, and that unless settlement is made, all the 
firms named will be compelled to withdraw credit 
accommodations.” 

Some similar method can be adopted to advantage 
by the hardware merchants in nearly any town. 
The very worst type of dead beat is the one who 
trades with some firm until further credit is denied, 
and then goes to the next, keeping on until he gets 
into every one that he possibly can. Possibly the 


-golicitors for these firms have been hard after the 


man’s business, and when he begins trading with 
them, they think that it is due to their own efforts, 
when as a matter of fact the customer has been 
forced to leave his former firm on account of non- 
payment. 





Birmingham Hardware Merchant 
Writes on the Cotton Situation 


OTTON is needed for clothing and other pur- 
poses as much as ever, and yet the price is 
only about half what it was a few months ago. No 
one to-day knows what is a legitimate price for 
cotton, but we do know that all efforts to create an 
artificial- price have failed. 

We must not let our present distress tempt us to 
depart from the rules of safe finance; and we must 
quit looking to the Federal Government for aid. 
While appreciating what our representatives at 
Washington have tried to do for us, we should 
wake up and realize that the problem of the price 
of cotton and the relief of growers cannot be 
worked out by special laws, as these would violate 
the principles of sound legislation and create a 
precedent which would give us great trouble in the 
future. 

Our difficulties will continue until the law of 
supply and demand establishes a fair price for 
cotton. 

In the meantime, what can be done? 

The answer is: Much, but we must do it our- 
selves. 

How? 

First, by using every effort to prevent the fatal 
mistake of planting a large crop of cotton next 
year. We have cotton enough to last two years, 
under present adverse conditions, and a crop of 
even normal size in 1915 would not only depreciate 
the price of the cotton we now have in hand, but 
prevent the new crop from selling for anything like 
the cost of production. | | 

Indisputable evidence »f greatly reduced acreage 
in cotton is the only thing which will stiffen the 
price of the present crop. The farmers should sow 
all the land they can in oats, wheat and similar 
crops this fall and not wait until next spring to do 
so. The government crop reports will be watched 
closely by cotton buyers and every acre planted now 
in other crops will have a telling effect on the price. 


Now, as to business: There will always be a de- 
mand for goods. People will go on living, working 
and consuming, no matter what happens; but now 
is the time to watch your business closely and to 
practice economy in conducting it. 

Your credit is your best asset—keep it up. Col- 
lect from those who owe you and pay those whom 
you owe. You may not be able to do all this at 
once, but collect as fast as you can and pay as fast 
as you' can. This will keep money circulating. 
When you are out of debt you will scarcely know 
that the European war is going on, and it will be 
thus with your customers when they discharge 
their obligations. All of us must make some sacri- 
fice at this time, but credit is the one thing which 
cannot be sacrificed. No greater opportunity will 
you ever have to build up your credit. Do it. 

The cotton situation is improved by the announce- 
ment that the Federal Reserve Board has approved 
a plan for the banks of this country to subscribe 
$135,000,000 to be loaned on cotton at 6 per cent. 
and that the administration of the fund, when 
raised, will be under the direction of a cotton loan 
committee, of which W. P. G. Harding is chairman. 
The announcements that the banks in the Federal 
Reserve system will be ready for business Novem- 
ber 16 also strengthens the situation; and exports 
of cotton have increased already as the results of 
the declaration by England that cotton will not be 
considered contraband of war. 

Talk about the South being bankrupt is bosh! 
Conditions we are meeting to-day are temporary. © 
With our land, our climate and our men nothing 
can check the growth and prosperity of the South. 

The need is for close, hearty co-operation by 
banks, manufacturers, jobbers, retail merchants and 
farmers. With each doing his part courageously 
and faithfully all will be well. 

Honest industry and cheerfulness never fail to 
make things better. Let us call off all conventions 
and any further meetings for bewailing our woes. 
Let us guit talking and go to work. 

MoorE-HAND!®v Ha®nwaRE COMPANY, 
Per J. D. Moore, President. 











WHO’S WHO IN HARDWARE 









an up-to-date business man, who has all of the 
mannerisms and courtesy of an old-time Ken- 
tucky gentleman of “befor’ de war” days. 

The subject of this sketch is Robert M. Hunter, 
who was born in old Kentucky and is not slow to 
admit that he is proud of it. Although only able 
to claim a total of 44 years of experience, his hair 
is now grey, the same color as his eyes. Whether it 
was Father Time’s intention to bring about this re- 
sult, or, whether it was incidental to a lifetime in 
the hardware business, is left to the reader to 
guess. At any rate, when a grey head tops a per- 
son some five feet nine inches high, with a well- 
matched weight of 160 
pounds, it certainly lends 


‘g is only occasionally that one meets nowadays 


company also carries a stock of gasoline, on which, 
if properly handled, there is a reasonable profit, 
aside from the extra cash trade obtained from 
car owners who stroll into the store while 
their tanks are being filled. 

Not content with automobile supplies, Bob ob- 
tained the agency for thé Ford car, and during the 
first nine months of 1914 reports the sale of 18 
cars in a town of only 3000 inhabitants. 

Bob is one of the charter members of the Ken- 
tucky Hardware & Stove Dealers’ Association, and 
has always taken an active interest in the associa- 
tion’s work. At the last annual meeting held in 
Lexington in February this year, he was elected 
president, and will preside 
at the coming convention to 





dignity to that fortunate in- 


be held at Lexington in Feb- 





dividual. 

In spite of it he is just 
plain “Bob” to all his friends, 
who number a host, not only 
in his own bailiwick, but 
among the hardware and 
allied trades in Kentucky and 
adjoining states. 

Twenty-five years ago, just 
about the time that Bob was 
trying to grow a moustache, 
which was later sacrificed 
upon demand of the “home 
office,” he decided to leave the 
farm and engage in the hard- 
ware business. His first 
job was with a firm in Lex- 
ington, Ky., and it was not 
long before his employers 
knew that he could do more 
than sweep out the store and 
deliver packages. Having a 











ruary, 1915. It is freely 
predicted that there will be 
a record-breaking attendance 
and an abundance of en- 
| thusiasm, as the present 
president knows that to get 
work out of the other fel- 
low you have to make him 
enthusiastic over his task. 

Nicholasville is the county 
seat of Jessamine County, 
and of course it is the loca- 
tion for the usual red brick 
courthouse and jail. The 
latter, like all hostelries of 
its kind, is at all times filled 
with an odd assortment of 
guests. 

Several years ago a new 
jailer was elected, and Rob- 
ert M. Hunter was selected 
as head of the institution 








natural gift for mastering 
details, as well as a full sup- 
ply of nervous energy, it did 





Robert M. Hunter 


mentioned. Having capable 
assistants his duties were 
not onerous and practically 
took no time from his hard- 








not take him long to work 
up to a responsible position. 
And right here is where his knack of making friends 
and keeping them first dawned on him as being an 
asset. 

After several years’ training he migrated to 
Nicholasville and organized the firm of Moseley, 
Hunter & Simpson, which is now the Hunter-Collins 
Hardware Company. His early training on the farm 
proved invaluable in catering to the wants of farm- 
ers, who were’ the largest customers of the firm. 
He had endured some of the hardships of farm life, 
and he was quick to see the advantages of labor- 
saving devices and introduced many new household 
and other specialties that have proved to be money- 
makers for his company. Thus the firm quickly 
added to the regular line of hardware goods, and in 
addition to making a profit, the money that would 
have been sent away from the town was kept at 
home. One particular branch of the business that 


is very profitable is a harness shop, operated in con- 
nection with the hardware store. 

Another example of Bob’s business sagacity is the 
fact that his firm was the first hardware establish- 
ment in Kentucky to add a full line of automobile 
supplies. 


In addition to automobile accessories the 
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ware business that could 
not be spared. It was just when he was congratu- 
lating himself on the ease with which the job 
was handled that something broke loose. That 
something was a colored preacher’ who had 
either become overexcited as to someone else’s 
salvation or had absorbed a little too much 
of the “oil of joy.” The noise he made when 
assigned to his “room” awoke the town. The 
jailer’s assistants were for employing drastic 
measures, after moral suasion proved unavail- 
ing, but here is where farm training in handling 
a negro came in handy. Bob simply. had a 
plate of hot fried chicken, with trimmings, put on 
a chair close to the noisy one’s latticed door, and 
then everyone withdrew. In an incredibly short 
time the nerve-wrecking shouting was succeeded by 
a low but earnest promise to obey all regulations if 
only allowed to hold a five-minute. session with the 
tempting dish just out of reach. In speaking of 
the matter afterward, Bob suggested that the Eng- 
lish Government could have avoided a whole lot 
of trouble with “I-Want-to-Vote” Pankhurst, and 
others of her kind, if they had put a plate of hot 
fried Kentucky chicken in her cell, leaving her to 
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decide whether she would starve or not. He argues 
that no one can resist the tempting odor. 

Apropos of the woman’s suffrage question, unless 
one happened to be a good sprinter it would not be 
safe to spring any strong arguments around Bob, 
as he has some very decided anti-views that he is 
not adverse to expressing. However, as he has 
home support on this question, too much credit is 
not due him for his firm stand on the subject. 

As to horse racing and baseball, he would not 
be a thoroughbred Kentuckian if he did not like 
both of these sports. It is also rumored that as a 
judge of horse-flesh he can outpoint a gypsy. 

A recent incident in Bob’s life may serve as an 
insight to his character. About two years ago, 
while strolling down the street one Sunday morn- 
ing, he ran into a number of friends holding the 
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usual Sunday morning street corner confab. On the 
spur of the moment he suggested that a stag Sun- 
day School class be formed. The suggestion was 
accepted by 16, and to-day this class numbers 118 
active members. In fact, it is a Sunday School all 
by itself. A collection is taken up each Sunday, 
one-half of which goes to the regular Sunday School 
and the other half into the business men’s class 
treasury to be used as expense money for different 
outings that the organization holds from time to 
time. 

It would hardly be fair to conclude this narrative 
without mentioning that Bob is a Democrat, and has 
always taken an active interest in politics, but he is 
courteous in discussing all questions with the op- 
position, and is not at all dangerous until woman’s 
suffrage is mentioned. 





THE ECONOMIC NECESSITY OF THE 
WHOLESALER 


G. F. Baldwin, of Rogers & Baldwin, Wins Second Honors in 
Contest Conducted by the National Hardware Association 


HE unrest and agitation characteristic of the age 
of which we are a part is loosing its criticisms 
and invectives upon every phase of modern institution 
and activity. Reform is the handmaiden of progress. 
We must, therefore, have social reform, religious re- 
form, educational reform, civic reform, literary reform, 
art reform, legal reform, economic reform. The whole- 
saler of hardware is coming in for his full share of 
criticism; he is receiving his full share of abuse and 
complaint. Students of economy, would-be statesmen, 
retailers and consumers are rising forth and denounc- 
ing the present system of distribution, blaming it for 
the high cost of living, finding fault with it for the 
difference between cost to producer and cost to con- 
sumer. It may appear that thiS dissatisfaction with 
the economic value of the jobber is proving hard upon 
him and may serve as a deathblow to him, particularly 
if he be a wholesaler of hardware, for in his line the 
mail order business is especially large and threatening. 
On the other hand, however, if such dissatisfaction 
prevails, the jobber rejoices that it has appeared 
openly and taken definite shape, for thereby can he as- 
sert himself, thereby can he enlighten the minds of 
those who truly know not whereof they speak, thereby 
can he prove by educational means, as is his right, that 
he occupies a proper economic position in the commer- 
cial world. It is now his turn to challenge the critic, 
the dissatisfied. Is he not a valuable factor in the com- 
munity of which he is a part? 

Is he not distributing the supplies in demand (if 
facts were known) at a far better price than that at 
which they could be obtained from the respective fac- 
tories? Is he not penetrating to the most remote locali- 
ties of our great country with his needed supplies and 
important business information? Is he not acting as 
a veritable banker for a large percentage of his cred- 
itors? Does he not stand as a valuable clearing house 
for the retailer, offering for sale only such articles as 
are true and tried? Are not his actual services to his 
patrons worth the meager profit which is his? The 
manufacturer himself is not complaining. He knows 
that his lines can be placed in the hands of the ulti- 
mate consumer to the best advantage when passing 
through the hands of the jobber. There is no issue to- 
day of any manufacturer preferring to do business 
without the intervention of the jobber. Large manu- 
facturers will admit that if they went to the trade 
themselves they would have to add at least 28 per cent 
to the present price, in order to cover the expense of 
adequate salesmen to reach the same class of trade 
which is now reached by the jobbing house. Another 
significant fact is that intelligent hardware men all 


over our land are recognizing the indispensability of 
the jobber to the extent of embodying their belief in 
him in a very definite set of resolutions drawn up at 
their national conventions. 

“Resolved, that we oppose and condemn the tendency 
of our legislators, both state and national, to enact laws 
having for their ob’ect the harassment or elimination 
of the so-called middlemen, who are, we believe, the 
strength and backbone of every community.” 

“Resolved, that we believe the interests of the ulti- 
mate consumer can best be served by our present sys- 
tem of distribution, namely, having well chosen stocks 
in every town and village in the country, with com- 
petent and intelligent men in charge of same, rather 
than a few stocks of merchandise in the centers of dis- 
tribution.” 

Scholars of the subject are declaring that the jobber 
is as necessary to the manufacturer and retailer as 
a “bridge is to a chasm,” and it is through this medium 
that a great volume of business can be most econom- 
ically conducted with due regard to the equities of the 
ultimate consumer. Who, then, is making the com- 
plaint, and why? When a reformer starts out he must 
needs “hew close to the root of the trouble and not 
leave any taint of the disease.” If he wishes his job- 
ber and traveling man out of the way, why not also 
the retailer with his coterie of employees, with their 
expenses, thus allowing the consumer to buy direct 
from the manufacturer, saving a retailer’s profit, a 
traveling man’s profit, a jobber’s profit? But would 
such be the case? Further investigation of facts proves 
that a dilemma would ensue. How much would he then 
give for the service of a local store should he undertake 
to build even so much as a dog kennel? No more than 
the profit which it has asked for its service? 

The National Retail Hardware Association has 
declared the jobber to be the very strength and back- 
bone of his community. Every man has a certain 
pride, a certain interest in and responsibility for his 
community. The life of that community depends large- 
ly upon the success of its business establishments and 
enterprises. Give a community commercial prosperity 
and inevitably there will follow intellectual, moral, 
physical progress. And such prosperity is born only of 
home patronage. The greatest enemy the country 
town, small city, can have is the mail order house. The 
fact that in the last ten years eight of the greatest 
states in the Union have lost in small town population 
is significant. Of this number Pennsylvania leads. 
Catalog houses openly admit that the Keystone State 
is the largest buyer of mail order goods among the 
commonwealths. Such facts make it apparent that 
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the country merchant will go out of business if the 
local market falls into the grip of these foreign con- 
cerns. Another economic result is the objectionable 
tendency to_concentrate population and industry in the 
already congested city. Further, it is not the names 
of the mail order houses which appear upon the lists 
of community philanthropists. It is the merchants and 


jobbe:s of your own locality who constitute the bulk of . 


givers to charity hospitals, good roads and civic im- 
provements. Is it the right of the retailer or con- 
sumer to. place his trade with the foreign center when 
home enterprise is contributing to the upbuilding of 
his town? The Hardwure World prints a short poem 
which is pertinent: 


A COMPLAINT. 


This town is going to the dogs, I always said it would; 

The pcople don’t turn in and help a neighbor like they 
should, 

I’ve a.ways thought we all should aid a fellow in his 
fights, 

And when he gets the worst of it should help him get 
his rights. 


But do the people do like that in this community? 

When I! have trouble like I have do they come help- 
ing me? 

For instance, with the railroad I have got some trouble 
now, 

Have reople helped me as they should to fix that 
little row? : ' 


You see I bought some shingles from Chicago where 
they’re cheap, 

I saved a dol'ar on the lot, for here they’re pretty steep. 

I needed them, and right away; the rainy days were 
near. 

The raiiroad took a month at least to get the shingles 
here. 


And when I got them, half a bunch was missing from 
the lot, 

I guess it was the better ha!f—the poorest ones I got. 

The freight bill was another fright, they overcharged 
me, too, 

And I won’t pay it, not a cent—I won’t be robbed, 
would you? 


But I can’t get the shingles now, nor get my money 


back, 

The railroad will not give them up, it’s raining in the 
shack. 

The merchants they won’t do a thing—I think it is a 


crime— 
They ought to rise and make a kick, and bring that 
road to time. 


Such a complaint is typical of the complaints now 
rising from a portion of our populace against the job- 
ber. They come from those who are sending their 
small bits of capital off to a foreign counter, expecting 
home merchants to assist them out of the difficulties 
into which they fa'l by means of their larger capital. 
But, you say, we have a right as buyers to fair pvices. 
Duty to our community does not justify us in standing 
meekly by and knowing ourselves to be robbed. This, 
however, is not all. Are you robbed? Does not the 
mail order in the end amount to the same thing you 
would pay your home dealer? And what is that ser- 
vice which the jobber is rendering you, and for which 
you think you are paying an exorbitant price, when 
in reality his compensation is only just and fair. If 
the manufacturer, as he frankly admits, would be com- 
pelled to place his business upon a higher basis of 
cost to meet the expense of distribution to some twenty 
thousand retailers of this country, surely your whole- 
saler is earning the small. profit which you are grudg- 
ing'y paying him. 

Today the manufacturer has between four and five 
thousand salesmen traveling through the land at the 
expense of the wholesaler, offering his goods in addi- 
tion to those of hundreds of other manufacturers, in 
the most remote sections of the country. His goods 
rest upon the shelves of some eighteen or twenty thou- 
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sand retail houses. It would be practically impossible 
to estimate the tremendous expense of traveling sales- 
men in reaching with a single line of goods this many 
retailers, widely separated and remotely located. This 
works both ways. Suppose the retailer himself were 
trying to secure from hundreds of separate manufac- 
turers the order which he places in the hands of one 
jobber’s traveling salesman. In addition to his having 
to possess both the accurate addresses of hundreds of 
firms and standing credit with them, his mailing of 
orders, checking up of invoices, mailing checks and 
receiving receipts would amount to no small expendi- 
ture both of time and money, granting even that he 
secured minimum freight rates and packing charges. 
It is agreed that the secret ef success in merchandising 
is to do the maximum amount of business on the 
minimum amount of capital. Such a policy would be 
far from possible if the retailer is to buy direct from 
the manufacturer. Not only would he be forced to 
anticipate his wants, in some cases weeks ahead, while 
the nearby jobber has the goods waiting for him, and 
in many cases can ship the same day the order is re- 
ceived, but also the large lots in which he would be 
forced to buy to secure a minimum charge would both 
consume surplus capital, cause overstocking, and the 
interest alone would make up for any difference there 
might be between manufacturers’ and jobbers’ prices. 
The most prosperous retailers are those who are buy- 
ing often and in quantities to suit their immediate re- 
quirements, thus keeping their stocks fresh, their 
assortments complete and up to date and at a mini- 
mum investment of capital. Surely they can find noth- 
ing but the utmost satisfaction in their friend and ser- 
vant, the jobber, whose economic value in this light 
they cannot fail to recognize. 

Take the finances of the business. Here both retailer 
and manufacturer are deeply indebted to the jobber. 
The retailer is making a veritable banker of his jobber. 
He is requiring him to carry his account 4, 5 and even 
6 months, when, if he remedied his fancied wrongs 
by purchasing from the mail order house, he would 
have to pay in advance, or from the manufacturer in 
from 10-to 30 days, and if he failed to do this his 
account would probably be cut off. The jobber is for 
the most part glad to serve his patrons in this way. 
Very often he is personally acquainted with his custo- 
mer. In case of sickness or crop failures he is con- 
versant with conditions in his community, he knows 
the moral status of the debtor and he is justified in 
extending leniency which would be impossible to a dis- 
tant manufacturer. 

Have not you of the general public perceived a de- 
cided advantage in the present system of distribution 
to yourselves? Has it not occurred to you that so keen 
is the competition of the large number of jobbers on 
various lines of goods that they are making not more 
than 2 per cent. on the turn-over of their business. 
Can you not see the obvious result if each manufac- 
turer were distributing his own line of goods? There 
certainly would be very little if any competition, hence 
each producer could secure his own price with but little 
difficulty. 

Shall we call the actual service which the jobber is 
rendering his customers worth nothing? They are 
using him for every conceivable purpose. No doubt 
those who are calling out most loudly for his total 
elimination are those who are making daily trips to 
his supply house to restock vacancies, to fill emergency 
calls. If they have an inquiry for price on an article 
not in stock, instead of looking it up from the catalog, 
as any trained hardware man can do, they go to one 
or perhaps six jobbers and they Have the looking up 
to do. Possibly six men quote prices on five or ten dol- 
lars’ worth of goods to a retailer who little dreams of 
making any return for the service rendered to him. 

And are those of you who are demanding the elimina- 
tion of the jobbers’ salesmen as a remedy for existing 
ills fully conscious of the service they are rendering 
you? It has been said that a good traveling sales- 
man is a 100 per cent. man. He is 50 per cent. in the 
favor of the retailer and 50 per cent. in favor of his 
employer, thus giving both a square deal. He is a 
traveling encyclopedia of hardware information, keep- 
ing the dealer posted on market conditions as well as 




















November 19, 1914 


on goods and prices to an extent which no circular 
can attain. Not his alone to solicit trade from the 
retail merchant. He assists him in selecting his goods, 
in selling and learning more about his goods. He ad- 
vises him as to arrangement of and changes in stock, 
he gives him ideas for attractive window decoration, 
he is willing to sell him any quantity of an item he 
may want and at the same time will prevent him from 
buying more than he should. Perhaps you who are 
complaining of his very existence have a particular 
friend among his number who is giving you priceless 
inside information, or helping you out of many a tight 
place with other firms than his own by his general 
stock of commercial knowledge, gained from his asso- 
ciation with traveling salesmen in other lines. And are 
you forgetting, too, not only that your jobbing house 
is sending him to you regularly with comparatively 
little expense to yourself, but is offering only such 
wares as it has thoroughly investigated and has con- 
fidence in to the extent of being ready and willing to 
stand between retailer and consumer in its behalf. 
What if yours were the task of investigating and test- 
ing all new articles placed upon the market? 

But the mail order house still allures you. Best for- 
get that. It is a blind trail. Every business man 
knows that the catalog houses are giving you the in- 
ferior quality which your lower price deserves. The 
following pointed anecdote is told which serves as a 
fine illustration of mail order transactions. A retailer 
purchased from a catalog house a buggy, which he 
set up in one corner of his establishment all wrapped 
and crated just as it had come to him. When he had 
a customer for a buggy, who he discovered was figur- 
ing also on sending to the mail order house, he offered 
to sell the one which he had purchased for the listed 
price, promising to make prompt delivery. The cus- 
tomer immediately demanded to see the buggy, though 
the dealer had shown him the picture in the catalog 
and elaborated upon the description therein. The cus- 
tomer was insistent, but the dealer very politely point- 
ed out that the customer could not see it were he buy- 
ing it from the mail order house, that he would pay 
his money in advance in addition to freight charges, 
and that the home dealer was worthy of similar treat- 
ment. The customer could not fail to catch the point. 
Then the dealer began talking quality and turned to 
his own line of standard buggies again. When he had 
his customer interested he did have the catalog house 


buggy set up beside his own and his customer was . 


prompt to.recognize the difference, making the purchase 
and becoming a permanent patron. This is only a fair 
and legitimate cure for those who fail to realize that 
less money is bringing them inferior quality through 
the mail order house. , 

To you who keep harking back to the producer there 
might be suggested the thought of an up-to-date sales- 
man of a Western firm. He is of the opinion that the 
function of merchant and farmer is but little different 
as regards production. The merchant gathers from all 
quarters of the globe his commodities, takes them from 
where they are produced to where they are needed, and 
in so doing has produced a valuable service. Is he not 
equal to the farmer who gathers the resources of na- 
ture and collects them in the form of cabbage? Each 
fills a want. Each is a producer. 

Wherein lies the difficulty then, you say? There must 
be some discoverable source for the discontent which 
prevails against the jobber. Perhaps, yes. Perhaps 
the retailer himself is making his demands of the job- 
ber too great, and expecting him to meet them without 
increased cost of doing business. Perhaps he utterly 
fails to understand his jobber and his complicated busi- 
ness methods. Perhaps he has the preconceived idea 
that his wholesaler is overcharging him, and is not even 
making an effort toward co-operation with him on price 
or on return for service rendered. And, far more prob- 
ably, on the average he is splitting up his business so 
fine that what each jobber gets amounts to almost noth- 
ing. Better get in line with boosters, then, instead of 
knockers. You may yourself be responsible for a large 
portion of the ills with which you are blaming your 
wholesaler. Instead of joining the rank of unintelli- 
gent complainants, take the more generous view of 
President Mitchell, of the National Hardware Retailers’ 
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Association, when he says in speaking of the jobbers, 
“Sometimes they step on our toes and sometimes we 
step on theirs, but it is all in the course of regular 
business, and we are always glad to come in contact 
with them and for them to come in contact with us.” 
Be sure if there were no place for the jobber in the 
realm of economics, long since would he have been cast 
out in the evolution of business processes. To-day he 
is neither dead nor dying from the pressure of com- 
plaints arising to his ears. He is keeping himself in 
fine form and condition, he is even more competent and 
eager than ever to continue performing a valuable serv- 
ice to consumer, retailer and manufacturer. His eco- 
nomic value to the commercial world is inestimable, the 
reasons why he is essential unnumbered. Why exchange 
further words over a question which is obvious to the 
thinker who truly gets beneath the surface of things. 
The wholesaler of hardware is actually delivering his 
goods to his customer at a price far less than that at 
which they could be obtained from the manufacturer; he 
is canvassing and supplying the highways and by-ways 
of your entire land, however far they be removed from 
railroad facilities; he is a constant source of education 
to his retailers through his trained and well informed 
salesmen; he is testing the entire market of the world 
before he offers it for purchase; he is serving us in 
every conceivable fashion, acting as banker, lawyer, 
friend; he stands as a firm and abiding asset to his 
community. 
What more shall we ask of him? 


Effective Use of Front Counter 
Space 
excellent method of using the space on the 


N 
A front of wooden counters is shown in the 
accompanying photo showing an interior view of 

















A practical suggestion for using space in front of a 
counter 


the Philip Gross Hardware Company, Milwaukee, 
Wis. 

Boards containing samples of hardware articles 
are hinged to the upper portion of the counter, mak- 
ing a display that cannot be overlooked. The sam- 
ple boards are equipped with a bracket so that 
when the samples are lifted they can be held flat 
until the selection is made. When not in use 
they drop down alongside the counter, requiring no 
floor space though still displaying the sampled line. 

All samples are priced and have stock numbers 
corresponding to those on the boxes so that articles 
may be delivered without trouble. 

The illustration shows one of the boards in use. 
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Articles on this Page Are Taken from the Press of the Country 


(With acknowiedgments to the feiiow—whoever he 
was—who first conceived this method of presenting 
truths.) 


I am the foundation of all business. 
2 at a 


T* 
“ 


I am the fount of all prosperity. 
*% * % 


I am the parent, most times, of genius. 
* & 

I am the salt that gives life its savor. 
% % % 

I am the sole support of the poor. 
* * * 


The rich who try to do without me deteriorate, 
languish and usually fill premature graves. 
* * 
[ am the primeval curse, yet a blessing that 
no healthy man or woman can be happy without. 
* £¢ 
Nations that woo me ardently rise; nations that 
neglect me die. 
* *% * 
It is I who have made the United States what it 
is to-day. I have built her matchless industries, 
opened up her rich minerals, laid her incomparable 


railways, reared her cities, built her skyscrapers. 
% * * 


I have laid the foundation of every fortune in 
America, from Rockefeller’s down. 
* %* %* 


I alone have raised men up from the ranks and 
maintained them in positions of eminence. 
* % * 


I am the friend and guide of every worthy youth. 
lf he sticks close to me, no prize or place is beyond 
his reach. If he slights me, he can have no 
enviable end. 

%* *% * 

I am the sole ladder that leads to the Land of 
Success. 

* *% % 

Sometimes men curse me, seeing in me an arch 
enemy, but when they try to do without me life 
turns bitter and meaningless and goalless. 

* % * 

I must be loved before I can bestow my greatest 
blessings and achieve my greatest ends. Loved, I 
make life sweet and purposeful and fruitful. 

% * *% 


Fools hate me; wise men love me. 
* * * 

Savages, some rich men and many rich women 
shun me—to their undoing. 

* * *% 

The giants who fill the presidential chairs of our 
railroad systems, our great industrial organizations, 
our colossal mercantile establishments and our insti- 
tutions of learning, almost without exception, owe 
their places to me. 
: * % * 

I can do more to advance a youth than his own 
parents, be they ever so rich. 

%* x * 

I am the support of the millions; indirectly, the 

support of all. 


% *% * 


I am the creator of all capital. 


Wealth is me stored up. 
+ % 

| am represented in every loaf of bread that comes 
from the oven, in every train that crosses the con- 
tinent, in every ship that steams over the ocean, in 
every newspaper that comes from the press. 

| am more zealously cultivated in America than 
in most other countries, especially by men of wealth. 

% * 

| am sometimes overdone—voluntarily by the 
ambitious, involuntarily by the oppressed and the 
very young. 

* % % 

But in moderation I am the very oxygen of the 
ablebodies, even though some, sure of my constancy, 
look upon me as loathsome. A little taste of my 
absence quickly brings them to their senses. 

* * %& 

My followers among the masses are becoming 
more and more powerful every year. They are 
beginning to dominate governments, to overthrow 
anachronistic dynasties. 

I am the mother of democracy. 

* * ¥ 

All progress spring from me. 

% *% * 


The man who is bad friends with me can never 
get very far—and stay there. 
* * % 
The man who is good friends with me, who is not 
afraid of me, can go—who can tell how far? 


Who am I? 

What am I? 
2 % 
%* * * 
+ %* x. 

I AM WORK. 


—B. C. Forbes, N. Y. American. 


81 Vessels Change to American 
Flag 


Special to The New York Times. 


WASHINGTON, Nov. 10.—Eighty-one foreign-built 
vessels, of 285,268 gross tons, have been admitted to 
American registry under the act of August 18, 
according to a detailed statement prepared to-day 
for THE NEW YORK TIMES by Eugene T. Chamber- 
lain, Commissioner of Navigation. Nineteen of the 
vesels are passenger steamships, while sixty-one are 
freight vessels. One freighter, the Suriname, was 
burned at Watling Island, Bahamas, on Sept. 23 last. 

Commissioner Chamberlain said that additional 
ships were being added to the American registry 
every week. Sixty-eight of the vessels that have 
taken advantage of the new law were formerly 
under the British flag, while eight were German and 
five Belgian. | 
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KD EVENS’ REACH 


Selling Ideas from a Minnesota Store, Where a $50,000 Stock Has Grown 
from a $500 Start 


By “THE ASSISTANT MANAGER” 


HERE are three mighty interesting things in 
dj the Evens Hardware Company’s store up in 
Princeton, Minn. The first one is the Boss. 
He used to sell me fish-hooks, skate-straps and gun- 
powder in the days when cash on hand interested 














The home-made table used for the display of black- 
smith’s tools in the store of the Evens Hardware Com- 
pany 


me more than book accounts. Ed Evens started in the 
hardware business in the village of Princeton with a 
$500 capital which would have melted like a flurry 
of feather snow under the direct rays of heated 
competition had not the mild mannered, kindly look- 
ing young fellow in charge been possessed of 4 
business punch and a long reach. These two assets 
he spliced to his short-winded capital and made a 
roadster that has been getting over the ground 
under forced draft ever since. 

E. K. Evens, now president of a big hardware 
company that bears his name, has never been con- 
tented to just shake hands at the door and take 
the business that naturally came to him. The long 
reach of his youth has lengthened as business has 
put more goods on his shelves and more lines of 
responsibility on his face. 

The last time I visited Ed I noticed the other 
two business builders mentioned in the beginning 
of this story. 

The first was a sales table, home-made and as 
sturdy as the blacksmiths’ tools displayed upon it. 
“That table,” said Ed, “cost $8 to build and it 
started building business almost before the boys 
put the new saw, square, chisel and hammer they 
had used to make it with back in stock. 

“In the old lumbering days here we used to sell 
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a blacksmith’s outfit once in a while, but when our 
lumbermen departed for Montana, Oregon, Idaho 
and Washington to change the skyline out in that 
country, the sale of these goods dropped like a 
Duluth thermometer after navigation closes. 
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Catalog rack with a front that can be pulled down. An 
aid to good buying that is put to practical use by the 
Evens Hardware Company 


“Then some real estate people woke up to the 
fact that there was four or five feet of good soil 
under most of that stump land and it wasn’t long 
until kitchen thawed dynamite and solar plexus 
stump pullers were competing in running up the 
casualty list and increasing our acreage around 
Princeton. When the eighty acre farmer began 
producing crops with regularity from those old 
timber slashings he first built a big barn and 
drifted in here for a barrel of red paint to protect 
the boards and advertise his prosperity. Then he 
improved his first crude fences of three strand barb 
and our woven wire product felt the effect of an- 
other good potato crop. 

“In recent years the prosperity of our farmers 
has been such that good farm houses dot this dis- 
trict about as thickly as they do in some of the 
older farming states farther east, where I hear that 
farmer owned automobiles have ruined Saturday 
as a big trading day and distributed the business 
evenly through the rest of the week. 

“The farmers around here haven’t gone in for 
touring cars in such numbers. Garages haven't 
replaced the hen-coops yet, but home blacksmith 
shops are certainly getting to be pretty popular. 

“This table is one of the best investments in this 
store. We give it good floor space facing our main 
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aisle because we found out from a trial how many 
of these goods are sold by keeping them where 
people must see them. We used to keep black- 
smiths’ tools in boxes and bins out of sight and 
the trade went to the catalog houses. Our prices on 
these goods were too high also, so we concentrated 
our efforts on the line and soon got prices a whole 
lot nearer bed rock.” 

The table is 30 inches wide, 34 inches high and 6 
feet long. The top and shelf are made of 2-inch 
dressed lumber and the legs are 4x 4. I don’t need 
to tell what’s on it. The picture does that, but I 
do want to say that plain prices on all goods that 
have front row seats on the main aisle of a hard- 
ware store will stop half as many people as the 
goods themselves, and any dealer in a farming dis- 
trict who isn’t making money selling blacksmiths’ 
tools is overlooking a good bet. 

The third thing I saw in this store would make 
a story in itself. If I wrote the story I should 
name it “Why Ed Evens is a Good Buyer.” Itisa 
eatalog rack made of golden oak with a roll top or 
front that is pulled down every night. It sits 
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beside the vault within easy reach of Ed’s swivel 
chair. This rack is 34 inches wide, 17 inches deep 
and 7 feet high. It cost $48, almost a tenth of the 
amount of money its owner had when he started in 
business. “It may seem expensive,” said Mr. 
Evens, when speaking of the catalog rack, “but we 
have used it two years and consider it one of the 
best fixtures in the place. It is made with par- 
titions to keep the catalogs separate and saves all 
kinds of time when you are in a rush to show a 
customer something you do not have in stock. This 
kind of business is pure velvet, and any equipment 
that will nail a profit without an investment is 
surely worth more than Ordinary attention.” 

Ed Evens’ business building ideas are worth 
copying. They are the cream of a career that has 
pushed five hundred dollars’ worth of hardware up 
to something nearer fifty thousand. I revel in his 
success because I pounded seams on the roof that 
covers his building. That was a long time ago 
when blacksmiths’ supplies were a slower zeller in 
Princeton. Good luck, President Ed Evens; I hone 
you make a million! 





WASHINGTON NEWS 


Clash Over Defense Preparations—Government Ownership of Commer- 
cial Vessels a Question of the Next Session 
By A. A. CHENAY 


WASHINGTON, November 15, 1914. 
SHARP fight over the question of government 
A ownership of commercial vessels is fore- 
shadowed for the coming short session of 
Congress that opens in December. Already the 
opposing elements in this matter are lining up for 
the fray. ii . ; 

The issue depends very largely upon the attitude 
of the White House toward the question. If Presi- 
dent Wilson concludes to push the legislation for a 
government-owned fleet of steamers, as he is now 
expected to do, the fight will be promptly developed. 
It is believed, however, that whether the President 
directly presses the matter or not it is bound to be 
brought forward by those members in favor of the 
policy involved. 


Southern Members Favor Ship Purchase Plan 

Senator Duncan U. Fletcher, of Florida, who is 
also president of the Southern Commercial Con- 
gress, is the leader of a group of Southern Repre- 
sentatives and Senators who have taken up this 
proposal of a government-owned line of steamers 
as a matter that will very directly benefit the cotton 
situation. 

It is admitted now quite generally that there is 
a very apparent lack of tonnage offering for carry- 
ing American exports to Europe. This is-the one 
unfavorable element noted in an otherwise optimis- 
tic survey that has been made by officials interested 
in the international situation, particularly with re- 
gard to trade relations. While there are various 
good and sufficient reasons presented for the short- 
age of commercial bottoms at this time, the fact 
remains that exports of cotton from the South are 
materially hindered thereby. 


Strong Opposition to Government Ship Line 
The Alexander bill, introduced last August at the 
request of President Wilson, and which authorizes 
the expenditure of $30,000,000 for the building or 
purchase of ships, will be strongly backed by the 
element that has been fighting for government aid 
‘to the cotton growers. The full force of the South- 


‘sarily effective. 


ern Commercial Congress also will be exerted in 
favor of the legislation. 

Against the bill numerous objections will be 
urged. In the first place, there is a large element 
in Congress, and out of it as well, opposed to the 
proposed legislation on the ground that it will open 
the doors to a government ownership policy, and 
will pave the way for government ownership of 
railways. 

American shipping interests are bound to enter 
strong objections, but it is a question whether such 
objections will have much weight with the present 
Congress. In fact, many members have already 
taken the position that such opposition is good and 
sufficient reason for favoring the passage of the 
measure. 

Economy Plea Obstacle to Passage 


The need of cash by the Government will present 
another obstacle in the way of the proposed legisla- 
tion. The cry of economy this coming session is 
expected to be loud and long, although not neces- 
The argument will be made, how- 
ever, that with the country enduring a. war tax, the 
Government ought to hesitate before expending 
$30,000,000 for the purchase of ships. 

Some of the men expected to plead the economy 
objection are among those who voted and worked 
for the rivers and harbors—so-called “pork barrel” 
—appropriation during the recent session, so that 
this argument will carry little weight with the really 
consistent members. In any event, should Presi- 
dent Wilson press the matter and suggest its favor- 
able consideration, it is practically assured of pas- 
sage this winter. Several prominent Republican 
Senators have come out in favor of the Alexander 
plan, thus freeing the division from a purely party 
alignment. 


Clash Over Defense Preparations 
Signs are multiplying that the question of the 
military and naval preparedness of the United 
States will be the other big issue to be fought out in 
Congress this winter. The plan of Congressman 
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Gardner for an inquiry into the Army and Navy 
promises to be the medium for the beginning of the 
clash. 

The Administration and those officials most inti- 
mately concerned are very clearly opposed to the 
Gardner inquiry and are taking measures to 
smother the whole proposition. It is feared that 
to open up this feature in Congress, especially now 
that the elections are over, would serve no useful 
purpose, and might offer danger of harm through 
unwise utterances of over-heated Congressmen. 

It is considered as practically impossible, how- 
ever, to keep down agitation and discussion of this 
defense question in Congress, no matter how hard 
the Administration may work to block the matter. 
The subject is bound to be debated more or less 
when the army and navy appropriation bills are 
brought up. These two measures will serve very 
handily for the “war” members to show their hands, 
which, it is currently reported, are now being 
primed for the fight that is confidently expected. 

Not since the Spanish. War has there been so 
strong a disposition in Congress to turn the light 
on the alleged weaknesses of the American military 
and naval policy. This disposition, moreover, is not 
in any sense borne of a partisan spirit, nor is it con- 
trolled by an army and navy clique. The proposed 
inquiry appears to be based upon a fairly patriotic 
basis, without apparent political bias. 


Obstacles to American Trade Considered 


Officials of the State Department and of the De- 
partment of Commerce conferred during the week 
in an effort to outline a plan of action for meeting 
the various serious obstacles that have lately arisen 
to hinder the free movement of American trade. 
The several big problems compelling immediate con- 
sideration are: 

Great Britain’s restrictions on shipments of cop- 


‘per to Europe. 


The practical closing of the North Sea to com- 
merce because of the recent mining of those waters. 

The growing list of embargoes of the belligerents, 
as well as of the neutral nations. 

The imposition by Italy of taxes on all passenger 
commerce. 

German protests against the sale of contraband 
by the United States to the Allies. 

In view of the very apparent disposition of the 
several warring governments to accede to any and 
all reasonable requests coming from Washington, it 
is not considered likely that any serious opposition 
will be encountered by the Department of State in 
the negotiations for a modification of certain of the 
above listed war measures. 


Increase in Passenger Fares 


A general increase in passenger fares will become 
effective on December 15. Practically all the big 
lines east of the Mississippi River filed tariffs yes- 
terday with the Interstate Commerce Commission 
proposing these advances, which action is in accord 
with suggestions made by the commission in the 
recent 5 per cent. advance opinion. 

The increases range from 5 to 12% per cent., 
through rates being based upon 2% cents a mile 
instead of 2 cents. Commuters’ monthly rate tick- 
ets will materially advance while excursion rates, 
it is understood, will very largely be done away 
with. 

The decision of the commission in the matter of 
freight advances is expected to be announced within 
the next two weeks. No inkling of the tenor of the 
coming announcement has so far been given, al- 
though the belief continues that the ruling will be 
far more favorable to the railroads than was the 
original decision in this matter. 
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Discounts on Imports in American Ships 


The United States Customs Court has concluded 
hearings in the appeal of importers and the Govern- 
ment to determine the validity of the clause in the 
Underwood Tariff Law, which gives a 5 per cent. 
discount on imports in American bottoms. 

In view of a ruling by the Attorney General, 
shortly after the passage of the law, that the clause 
was inoperative because it violated treaties, no dis- 
counts have as yet been allowed. It has been agreed 
that, no matter how the customs court decides, the 
question will be carried to the Supreme Court for 
final adjudication. 


Death of Charles P. Brewer 


HARLES P. BREWER, the surviving member 

of the jobbing hardware firm of Miller & 

Brewer, New York City, died suddenly of pneu- 
monia, aged 59, at his home in Elizabeth, N. J. 

Mr. Brewer was at his office as late as Friday, 
November 6, and although he had complained a little 
was not thought to be seriously ill, but died the next 
day at 6 p. m. 

Mr. Brewer early in life was a clerk with E. W. 
Barstow & Son, 83 Maiden Lane, New York, in the 
70’s. 

Some years ago Mr. Brewer formed a partnership 
with Charles Miller, who had been with another old 
and well known heavy hardware house, Josiah 
Quincy & Co., long since retired from business. 
Miller & Brewer were wholesalers of wire and cut 
nails, spikes, tacks, chains and round iron. 

On the death of Abraham Nelson, who transacted 
business under the title of the Salem Nail Company, 
279 Pearl street, New York, Miller & Brewer took 
over the business. 

Mr. Brewer was a man of exceptionally high char- 
acter, of a lovable and kindly disposition, whose 
word was always accepted at par for whatever he 
said among business and social acquaintances. 


Seotch Commission Agent Asks for 
Catalogs 


RENDALL, KIRKWALL, SCOTLAND. 
HARDWARE AGE: 
Gentlemen :—Please forward me per return post 
a sample of your journal, HARDWARE AGE, and I 
would be much obliged if you would put a note in 
your paper asking wholesale merchants, manufac- 
turers, etc., to send me catalogs and price lists. 
I have a chance now to introduce American goods 
instead of German. You will know who publishes 
the largest general catalogs in New York and Chi- 
cago, and if you will get them to mail me copies, I 
will be much indebted to you indeed and I am will- 
ing to pay any expense. Your kind attention will 
much oblige. State subscription for your paper 
with specimen copy. I am, yours faithfully. 
J. Woop, JR. 


B. J. DURHAM, a prominent hardware merchant of 
Danville, Ky., and former president of the Kentucky 
Hardware Dealers’ Association, was in Cincinnati re- 
cently making purchases of different goods. Mr. Dur- 
ham has added several different side lines to his hard- 
ware business and now has a good trade in heating 
and plumbing goods, as well as in roofing. He states 
that the tobacco crop in Kentucky was a large one and 
that merchants are more optimistic than they were 30 
days ago. While the sale of heating stoves has been 
somewhat curtailed on account of the late winter sea- 
son, a heavy holiday business is expected, and taking 
everything into consideration the future is very en- 
couraging for all hardware merchants in his part of 
the state. 








EDITORIAL COMMENT 


A Word of Warning 


HEN a man as well versed in the ways 

\ \ of the woods as W. L. Marble, of Glad- 

stone, Mich., issues a word of warning 

it is well to pay attention to what he says. In 

Marble’s Monthly Message he has written as 
follows: 


“Now that the great deer-hunting season is 
almost at hand it behooves every one of us to 
utter a word of warning to every hunter who 
goes into the woods—particularly the amateurs 
and those habitually careless fellows who are 
inclined to act before they think. 


“Of course, the seasoned big game hunter is 
hardly likely to make the mistake of shooting 
a human being for a deer, yet it sometimes 
happens. Let us all warn every one we meet 
who intends going on a hunting trip. Caution 
them to be sure of what they are shooting at 
before pulling trigger, and urge each one to 
protect himself from the carelessness of others 
by wearing some bright colored article of ap- 
parel, such as a red flannel shirt or sweater, a 
wide red band around the hat or a brightly 
colored mackinaw. 


“Let us all do our best to make 1914 a year 
to be remembered as a season of few didn’t- 
know-it-was-a-man killings.” 


Mr. Marble is right. Too many men go out 
in hunter’s clothing and come home in coffins. 
Too many good fellows return from shooting 
trips taking their last railroad journey in those 
very long, very pitiful looking white pine boxes 
that throw a hush over the baggage car. 


So common have these open season killings 
become that good hunters in many districts 
shun the woods until the first two weeks of 
the season mark the passing of that horde of 
amateurs who shoot at everything that moves 
in the brush. 


There is hardly a clerk in hardware who will 
not sell guns and ammunition this year to men 
who bear all the earmarks of inexperience. 


Inexperienced men are buying high power 
sporting rifles every day, and the salesman who 
sells them has an opportunity to perform a 
great service to the public at large. Many 
hardware men have sold supplies to green hunt- 
ers who have shot people in the woods. The 
question naturally arises to what degree are 
such salesmen guilty? 
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Would a word of warning and advice have 
saved a life? 


Had the new hunter been told about the grave 
dangers of shooting at objects he could not see 
clearly, as well as how to operate the mechan- 
ism of his new gun, would a sad catastrophe 
been averted? j : 


This is a subject worthy of every good sales- 
man’s consideration. It is also a subject on 
which gun and ammunition manufacturers 
might act. A warning should be printed on 
every box of rifle cartridges larger than 22 
caliber and a similar warning should be placed 
on the tags that go with high-power sporting 
rifles sold in the United States. 


In the old days when there were a hundred 
deer to every hunter, precautions were not so 
necessary, but conditions have reversed them- 
selves and a hundred hunters to every deer will 
come nearer the truth to-day. 


The accidental and careless shooting of 
human things by hunters who do not know 
even the rudiments of the game at which tl-ey 
play is causing more and more just legislation 
which puts stringent limits on this field of - 
sport. Every law against hunters is a law 
against guns. Some of these laws would be 
needless if salesmen and manufacturers united 
in an endeavor to educate the purchaser. 


A hunting license that contained the follow- 
ing clauses in type twice as large as any of the 
other text is a suggestion that might help save 
the lives of some of the citizens of the common- 
wealth that adopted it: 


“As the applicant for this license, I resolve 
that I will not carry my gun at full cock. 


“I resolve that I will not carry a loaded gun . 
in an automobile, a carriage or on a motor- 
cycle. 


“T resolve that I will remove the Icads from 
my gun barrels before the gun leaves my hands 
when I arrive in camp or at home. 


“T resolve that I will not shoot at movements 
in the brush. 


“I resolve that I will not shoot at sounds in 
the woods. 


“TI further resolve that I will not shoot at 
anything [ cannot see clearly, remembering 
that most men who were accidentally shot in 
the woods looked like deer, bear, elk or other 
game to the man who killed. 
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“TI firmly resolve that I would rather miss 
bagging my quarry than that the victim of my 
carelessness should be a man worth more to his 
family, and perhaps more to the state than 
I am. 


“This is a license for game. It is not a per- 
mit to kill through carelessness.” 


Scope of the New Banking Law 


HE new banking law has been on the 
bt statute books more than half a year, and 
it will be in good working order soon. 

The transfer of reserves is to be accomplished, 
commercial paper is to be defined, subscriptions 
to the capital stock of-the Federal Reserve 
banks are to be paid in, and many perplexing 
problems that will cause delay have yet to be 
solved. But it has become clear, in a general 
way, that the new law will favorably affect the 
bank in the small town and city, and, in that 
way, will be of service to the local merchant. 


The state banks have resources of about 
fourteen millions, compared with only eleven 
billions of the National banks. The state in- 
stitutions, on which so much local prosperity 
depends, therefore, are the greatest influence 
in making the United States lead all the other 
countries of the world in its bank resources, 
although the biggest bank in this country ranks 
seventeenth among similar establishments in 
the world. Although all the national banks 
have become members under the new system, 
not so many state banks have qualified, thus 
far, as was expected. A contemplated amend- 
ment to the law, however, will make it more 
attractive to state banks, so that eventually 
they will be adequately represented. 


Under the old National Bank Act, at certain 
periods, the country banks were in the habit 
of loaning their surplus funds to banks in the 
larger cities. When a sudden local demand for 
money arose, the local bank often was unable 
to accommodate its customers. Further, the 
country banker hesitated about extending his 
local lines of credit, no matter how safe the 
security, because he had no place to rediscount 
his paper. 


Under the new system, inasmuch as a Fed- 
eral Reserve Bank will deal primarily with 
its member banks and its resources will be held 
for the benefit of such banks, the member banks 
can take care of their customers, the smaller 
concerns. So long as the paper is of the class 
and character required by the provisions of the 
act, it may be rediscounted with the Federal 
Reserve Bank in its district, which always will 
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be supplied with sufficient funds to meet the de- 
mands upon it. 


For example, a local merchant applies to his 
bank for a loan. If everything is satisfactory, 
the paper is approved, and the loan is made. 
The merchant’s notesis then passed upon and 
approved by the nearest branch Federal Re- 
serve Bank and transmitted by it to the prin- 
cipal bank of that sort in the district, which 
issues Federal Reserve notes to cover. In this 
way, the merchant gets his money promptly, 
and the volume of credit that the local banker 
is able to extend is diminished less than under 
the old method. 


The new act provides that “upon the indorse- 
ment of any member bank, any Federal Reserve 
Bank may discount notes and bills of exchange 
arising out of commercial transactions; that is 
to say, notes and bills of exchange issued or 
drawn for agricultural, industrial or commer- 
cial purposes, or the proceeds of which have 
been used or may be used for such purposes, 
the Federal Reserve Board to have the right to 
determine the character of the paper thus elig- 
ible for discount, within the meaning of this 
act.” 


The important point about this new law, 
especially for the small merchant, is that it 
makes provision not only for the creation of 
a large class of commercial paper hitherto non- 
existent, but for the easy discounting and re- 
discounting of this new class of paper. It will 
improve the standing of commercial paper, 
and will place it on the high plane where it 
belongs. 


Much will depend, of course, on the interpre- 
tation by the Federal Reserve Board of what 
constitutes “commercial paper eligible for re- 
discount” by the Federal Reserve banks. 
Should that body give this phrase a liberal in- 
terpretation, it would give a tremendous stimu- 
lus to the issue of commercial paper. 


It should not be taken for granted, however, 
that the putting into effect of the new system 
will result in a tremendous demand for com- 
mercial paper and a lowering of the rates of 
discount. It will take time for the new system 
to get into operation, and for the banks to 
accustom themselves to the new conditions and 
change over from their present methods of em- 
ploying available funds. Under ordinary cir- 
cumstances, however, there is no question but 
that the market for mercantile paper will 
eventually be greatly broadened and the sup- 
ply largely increased. All this will work for 
an increased expansion of the small merchant’s 
business. 
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By Hardware Age Window Trimming Specialists 































display is to lay out, your plans and execute 

as much of the decorative effect as possible 
in the workroom. Then put it aside until the 
proper time is at hand. By working your plans in 
this systematic way you keep the time when the 
window is out of use at a minimum and at the 
same time place a more forcible and striking dis- 


play before the shopping public. ‘ 
Planning ahead is the secret of success of many 
if not all of the leading display men. Simplicity 
Bac 
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fier best way to insure a successful window ———— 
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Show card made with brush and pen lettering and an 
illustration taken from a HARDWARE AGE advertisement 
of the Onzida Community, Ltd., Oneida, N. Y. 





thereon blackened at regular intervals. The draw- 
ing of the circular heads are so simple that they 
can be easily made by an amateur. 
This idea is a practical one for a display of only 
(Continued on page 70) 
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Window display suggestion which may be used for a Kee qe LO Lf” Hloor 


showing of any line of merchandise 


is another important feature in placing an effective C LEQ/2 LLSE€ C2 
showing of hardware. There is as much danger 


in overworking a decorative effect as there is in | 
not giving it proper attention. O 
The decorative effect must never be so fussy that 
Wire 








it detracts from the merchandise display; instead 
it should assist in calling attention to the mer- 
chandise. 


Our window display suggestion this week is an 
idea which may be used for a display of practically 
any line of merchandise. 

By means of comic faces with prominent eyes 
therein focused on the label or trade-mark of the fail 


article, attention is directed to the trade name of 4 card suitable for store or window use. The sug- 
gestion was taken from a HARDWARE AGE advertise- 








Focusing Attention on the Object | 
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be secured by using narrow tape with spaces Masse. 
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PIRACY OF TRADE-MARKS IN LATIN- 
AMERICAN COUNTRIES’ 


T cannot be too clearly impressed upon the Amer- 
| ican manufacturer that if the owner of the 
trade-mark does not register it in most of the 
Latin-American countries, any other person may 
do so, thereby acquiring the exclusive right to the 
trade-mark notwithstanding the fact that the real 
owner may have used the mark for a number of 
years. 

European manufacturers and exporters have 
realized this fact in the past and make a point of 
complying with the domestic laws of these Latin- 
American countries. Many American manufactur- 
ers, however, do not appear to be fully aware of the 
conditions under’ which the trade-mark rights are 
acquired, and have come to feel consequently that 
the governments of thesé countries condone or 
legalize the piracy of their trade-marks. 

That these conditions as to piracy are very real 
is evidenced by the following communication to a 
trade publication by the U. S. Consul-General to 
the Argentine Republic: 

“The appropriation of foreign trade-marks has 
reached a very serious state in recent years, and if 
manufacturers do not wish to become the victims of 
unscrupulous business firms or individuals (pro- 
vided some of them have not already experienced 
this sharp practice) they should take warning from 
the experience of others. Until the Argentine law 
is changed the registry of trade-marks is the only 
way to combat with this class of men, who make it 
their object to profit by the brains and business 
ability of their superiors. 

“If the Argentine firm usurps the mark of a 
foreign manufacturer and registers it, then the real 
owner is helpless, for the new owner can take legal 
action against the real owner of the mark for im- 
itating or fraudulent use of same. The rightful 
owner may even have his merchandise excluded from 
the market simply because it bears his own mark. 
It has happened that foreign manufacturers have 
had to leave the market after having spent much 
time and money in building up their business, or 
have had to pay indemnity te a local firm which has 
been brazen enough to register a well-known mark. 

“Not only do local manufacturers appropriate 
foreign trade-marks, but likewise mark their wares 
so as to convey the impression that they are of for- 
eign manufacture, thereby increasing the fraud- 
ulent practice, and they carry this on by means 
of protective laws. Until such time as these evils 
are corrected, American manufacturers should see 
that their trade-marks are registered, provided the 
market is worth their time and attention.” 

No doubt there has often been much exaggeration 
on the part of injured parties, almost lending color 
to the belief that every native Latin-American is a 
rogue, yet there is no question that unscrupulous 
persons, taking advantage of the loop-hole left by 
the unsuspecting North American trader, have pi- 
rated his trade-marks and used them as means of 
extorting blackmail. In very rare instances, how- 
ever, are trade-marks openly pirated, that is, it is 
very seldom that the mark is registered by a person 
other than the owner on the mere off-chance that 
at some later date the real owner will want to de- 
velop a trade in the country in question. The trade- 





*Copyright by Lawrence Langner, member of the 
Committee of Industrial Property of the New York 
Merchants’ Association. 
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mark pirate is rarely a speculator. As a general 
rule, trade-marks in these countries are pirated in 
order to obtain a business advantage to be turned 
to account in negotiating for an agency or other 
purposes. 

Forms of Piracy 


The commonest form of piracy is unquestion-. 
ably that where the agent abroad registers in his 
own name the mark belonging to his principals in 
this country. His motives are plain. He wishes 
to insure that he shall permanently represent the 
manufacturers whose goods he is pushing. Un- 
fortunately, there is a tendency on the part of these 
foreign agencies to mistrust their principals, and 
that is due to the fact that some American con- 
cerns, in their relations with their agents, have 
made no allowances for the differences between for- 
eign and domestic trade methods, and have often 
unwittingly acted unjustly in changing their agency. 
In a number of instances, the first step taken by 
the agent in preliminarily arranging terms, etc., is 
to register the trade-mark of the American concern 
in his own name; negotiations are subsequently 
completed, and the American exporter then finds 
himself unable at any time to make a change in his 
agency. In one such case, in Cuba, the agent for a 
large American concern took over the agency of a 
competing concern and used his ownership of the 
trade-mark of the first concern to kill any possible 
competition by them. Such instances can be multi- 
plied, as many American exporters know to their 


cost. 
Imprisonment for Infringement 


These conditions are rendered more serious by 
reason of the fact that infringement of a registered 
trade-mark in these Latin-American countries car- 
ries with it penalties more severe and damaging 
than in this country. As a general rule, infringe- 
ment is a criminal offence, punishable by imprison- 
ment, and involves confiscation of all goods sold 
under the infringing mark. There is on record 
the case of an Argentine concern ordering a ship- 
ment of goods from a well-known American firm 
and then attempting to register the mark of the 
American concern so as to be able to confiscate the 
goods upon their arrival in Buenos Aires. In an- 
other instance, a concern in Rio de Janeiro acted 
as agents for an American house, registered the 
marks of a competing American house, and then 
seized all the goods sold under the mark so. reg- 
istered. In some cases there has been a suspicion 
that unscrupulous American exporters have in- 
structed their agents abroad to register the marks 
of a trade rival so as to gain an advantage over 
him by the methods outlined above. 

There is also on record a number of instances 
where the agent, often in good faith, will join with 
the American concern as part owner of the trade- 
mark and register it in this way, sometimes adding 
his own distinctive mark to the goods, and is thus in 
substantially the same position as he would be had 
he registered the mark in his own name. 


How to Avoid Piracy 


Every manufacturer and exporter engaged in or 
intending to develop an export trade should make 
a point of registering his trade-marks in the coun- 
tries under consideration before approaching any 
importing agency or representative. Above all 
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things the registration of trade-marks abroad 
through a foreign trade agency or representative 
should be avoided. Such agencies or representa- 
tives have an immediate object for registering the 
marks in their own names. Most solicitors of 
patents and trade-marks in the United States 
have facilities for registering trade-marks abroad 
through foreign associates whose reputations are 
based upon professional integrity and whose only in- 
terests are those of their clients, and advantage 
should be taken of this as the safest method of 
procedure. 


Conclusion 


This brief survey of trade-mark conditions in 


Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Oklahoma City, December 8, 
9, 10, 1914. W. B. Porch, secretary, Mustang. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14, 15, 1915. 
L. D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22, 1915. F. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
“TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan- 
uary 26, 27, 28, 29, 1915. Headquarters, Imperial 
Hotel. H. J. Altnow, secretary, Milwaukee. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 1915. 
M. L. Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 11, 12, 1915. 
Nathan Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, Newark, N. J., February 9, 10, 
11, 12, 1915. Headquarters, Washington Hotel, 
Newark. New York City Headquarters, Hotel 
McAlpin. W. P. Lewis, secretary, Huntingdon, Pa. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Syracuse, February 16, 17, 18, 19, 
1915. Headquarters, Yates Hotel. John B. Foley, 
secretary, Kirk Building, Syracuse. 

THE IOWA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Des Moines, February 16, 17, 18, 19, 1915. 
A. R. Sale, secretary, Mason City. 

NoRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, February 17, 18, 19, 1915. N. C. 
Barnes, secretary, Grand Forks, N. Dak. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 





Hardware Age 


Latin-American countries seeks to make one pre- 
dominating point; that the American exporter must 
protect his trade-marks by taking advantage of 
the domestic laws of the country in which he is 
operating, and not in spite of them. If those in- 
terested will apply the general rule NO PROTEC- 
TION WITHOUT REGISTRATION, the loss of 
valuable trade-mark rights abroad and the business 
confusion which inevitably follows will be a thing 
of the past. 

EDITOR’S NoTE.—Detailed information on any 
phase of the subject discussed in Mr. Langner’s 
article may be obtained from HARDWARE AGE. His 
booklet on foreign trade-marks will be mailed free 
on application. 


1915. Geo. A. Fiel, secretary, 176 Federal street, 
Boston. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. Dak. 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Petersburg, "May 11, 12, 13, 1915. 
G. E. Noblit, secretary, Tarpon Springs. 


Cincinnati Hardware Club to Hold 


Annual Meeting 


tear Hardware Club, of Cincinnati, Ohio, will 
hold its annual meeting and dinner at the 
Cincinnati Business Men’s Club on the evening of 
November 19. 

In addition to the election of officers to serve 
during the ensuing year, additional committees will 
be appointed to arrange for the entertainment of 
the Ohio Hardware Association, whose convention 
will be held in Cincinnati in February, 1915. 

The officers of the Cincinnati club are as follows: 
R. A. Matthews, president; E. H. Bardes, first vice- 
president; M. A. Griffith, second vice-president; 
Chas. E. Pfau, treasurer, and E. J. Becker, 
secretary. 


A Traveler—Not a Salesman 


CERTAIN Chicago commercial traveler kept a 
supplementary expense and statistical. account on 
his last trip. He showed the result to a few friends 
the other day: 
Traveled 2896 miles. 
Carried samples, 400 pounds. 
Showed samples 341 times. 
Sold goods 178 times. 
Have been asked the news 5621 times. 
Have told the news 1983 times. 
Have lied about it 2001 times. 
Didn’t know, 1637 times. 
Have been asked to take a drink 1904 times. 
Have taken a drink 1903 times. 
Refused to take a drink (account sickness), 1 time. 
Changed politics 47 times. 
Flirted 987 times. 
Charged firm expenses per day, $7.62. 
Actual expenses per day, $4.91. 
Net profit per day, $2.71. 
Cash on hand, 0.00. 
P. S.—This account was not filed with the firm!— 
Exchange. 
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Wanted to Be a Hero 


VOLUNTEER cavalryman from Michigan had gone 

to the front in the Spanish War and had seen no 
real fighting. One day he fell from his mount and was 
stepped on by horses before aid could reach him. He 
was so badly hurt *that he had to be furloughed and 
sent home. While he lay in bed under the doctor’s care 
the battle of San Juan Hill was fought. The volunteer 
feared that he would die, and keenly regretted that, 
since he must go, it could not have been on the field of 
battle. He called upon the doctor to hear his last 
request. 

“Doctor, if I must go, promise me this. My stone 
shall bear these words—‘Killed at the Battle of San 
Juan Hill.’ ” 

“But you weren’t,” objected the physician. 

“I know; but it wasn’t my fault. If you can’t say 
that, then say—‘Killed at the Battle of San Juan Hill 
—during a temporary absence at Manistee, Michigan.’ ” 
—Exchange. 





Mighty Handy 


OME negroes are insatiable “jiners,” and their fa- 
vorite organizations are those which assure an 
ostentatious funeral. 

A mistress was remonstrating with her servant about 
belonging to one of them. 

“Bonnibel, don’t you think it is mighty foolish to pay 
the ‘Friends and True Mourners Society’ twenty-five 
cents every month?” 

“Naw’m, Miss Ma’y, I don’t. You see, dee ain’t like 
Some of de s’cieties; dee acts liberal, and don’t skimp on 
nothin’. Dee gives you de finest kind of coffin, en makes 
a way for ev’ybody to git to your burial. En den, ’sides 
dat, dee gives you thirty dollars at the grave, en you 
know thirty dollars comes in mighty handy.”— 
Exchange. 


His Brand 


ELL,” said the man from the Cross-Bar Ranch, 
“we have everything over to Butte that’s worth 
while, I guess. On January 14, we had the world- 
renowned bell-ringers; January 22, Della Brown, the 
famous lady cornet-player, and on January 28, grand 
production of ‘Lewis the Cross Eye.’ Believe me, that 
was great!” 

“What did you say was the name of the play?” asked 
the Easterner. 

“Here she am,” said the rancher, producing a pro- 
gram from his shirt and pointing to the heading: 
“Grand Production of Louis XI.”—Ezxchange. 


&& 


Starting the Day Wrong 


HERE was a gloom on the face of the New England 
farmer. 

“What’s the matter, Elijah?” asked his nearest 
neighbor. “Flapjacks given out over to your house?” 

“Worse’n that,” said Elijah. “You know, twasn’t 
apple year, and wife says we can’t have any more 
apple pie for breakfast.” 

“Can’t you make out if you have apple pie noon and 
night?” 

“T can, because I’ve got to,” said Elijah, “but, I tell 
-you, it upsets me, starting in the day wrong like that.” 
—Exchange. 
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Following Directions 


N Irishman was somewhat under the weather and 

he consulted a physician. The doctor said: “Pat- 

rick, you’re run down a bit, that’s all. What you need 
is animal food.” 

Remembering his case a few days afterward, when 
in that neighborhood the doctor called upon Pat in the 
stable. 

“Well, Pat, how are you getting on with the treat- 
ment?” 

“Oh, sure, sor, Oi manage all right with the grain 
and oats, but it is mighty hard with the chopped hay.” 
—Exchange. 


; Literal 


RS. HITCH was having some trouble with a little 
fellow in her spelling class. 
“B-e-d spells bed,” she explained over and over again; 
“b-e-d, bed. Do you understand?” 
*Ves’m.”’ 
“Well, c-a-t spells cat, d-o-g spells dog, and b-e-d 
spells—what did I tell you b-e-d spells?” 
“Dunno.” 
“Don’t know! You don’t know what b-e-d spells after 
all I’ve told you?” 
““No’m.”’ 
“Well, once more, b-e-d spells what you sleep in. Now 
what do you sleep in?” 
“My pajamas!” triumphantly exclaimed the young- 
ster.—Exchange. 


Above and Below 


OST lawyers take a keen delight trying to confuse 
medical experts in the witness box in murder 
trials, and often they get paid back in their own coin. 
A case is recalled where the lawyer, after exercising 
all his tangling tactics without effect, looked quizzically 
at the doctor who was testifying and said: 
“You will admit that doctors sometimes make 
mistakes, won’t you?” 
“Oh, yes; the same as lawyers,” was the cool reply. 
“And doctors’ mistakes are buried six feet under 
ground,” was the lawyer’s triumphal reply. 
“Yes,” he replied, “and the lawyers’ mistakes often 
swing in the air.”—EHachange. 


Powers of Persuasion 


MAN on trial for murder bribed an Irish member 

of the jury and gave him $100 to work for a 

verdict of manslaughter. As the verdict was so 

rendered, the prisoner rushed over at the first oppor- 
tunity to thank Pat and said: 

“Well, Pat, did you have a hard time getting a ver- 
dict of manslaughter for me?” 

“Shure, and Oi did thot,” replied Pat, “for the other 

elivin jurors all wanted to acquit yez.” 


Interfering with Nature 


ARMER BARNES: “I’ve bought a barometer, Han- 
nah, ter tell when it’s goin’ to rain, ye know.” | 
Mrs. Barnes: “To tell when it’s goin’ to ~ain? Why, 
I never heerd o’ sech extravagance. What do you 
s’pose th’ good Lord hez give ye th’ rheumatiz fer?”— 
Puck. 


The more a man thinks the less he has to say.— 
Exchange. 
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Some Attractive Ready-Made Ads—Effective Combination Ad Listing 
Nine Articles 
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Provides a charming means of making a 
Fudge, Newburg, Rarebit or wom dainty 
bite in the midst of a 
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This Recipe Book with 
wie Chaf- 

See our windows 
Glad to serve you 


HOFF & BRO., !*«: 


403 Penn Square 


“‘Reading’s 
Plain Figure Hardware Store’’ 











ey Great Triumph in Cooking Ware 


The peculiar properties of this heavy Earthenware 
conserves the rich ndtritive eiements and sweet 
flavors af the food. Absolutely sanitary and acid 
proof, and practically indestructible with ordinary care. 


For preparing and serving all kinds of Stews, Meat and 
Chicken Pies, Baked Fish, Puddings, Custards, Baked Beans, 
Potatoes au Gratin, Macaroni and Cheese, etc. 

We have a beautiful assortment of this scaion’s 
newest designs in 


"Royal-Rochester" ial a 


ad is one that commands attention to a degree soe- 
what out of proportion to its size. 

No. 2 (2 cols. x 6 in.). This is another ready- 
made ad which comes to us from Hoff & Bro., of 
Reading, Pa. Like the foregoing ad, it is neatly 
made up and attractively illustrated. The main il- 
lustration, however, does not possess the actual sell- 
ing power of that shown in No. 1, but it lends human 
interest to the ad-and lightens the display. The 
chief display feature of this ad is the utilization of 
the border for illustrative purposes, thus allowing 
practically the entire space to be devoted to text 
matter. The small cuts are sufficiently clear to show 
general style and design and six different models are 
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made of 


Guernsey Earthenware, mounted © 
in Silver-Nickel for Serving. eas 





and invite you to come is and inspect them. 


See Our Windows. 


Hoff & Bro., Inc. 


Cons. Phone, 33. 
Bell Phone. 41%. 
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Glad to Serve You | 
Reading’s Plain - Figure 
Hardware Store. 


403 Penn sania 
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No. 1—The charm of the illustration 
is apparent 


Charm in the Illustration 


No. 1 (1 col. x 7 in.). This ad sent us by Hoff & 
Bro., Inc., Reading, Pa., occupies but seven inches of 
space, yet it is wonderfully effective in design. The 
charm of the illustration is apparent and the sug- 
gestion it carries cannot but fail to impress the 
reader. The delight of the impromptu meal could 
hardly be better pictured. Display effectiveness is 
lent to the ad by the unusual border treatment and 
the carefully set type. The recipe booklet and the 
free offer are conspicuously placed and serve to cre- 
ate further interest in the ad. Hoff & Bro. have 
added their signature in a neat form and the whole 
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No. 2—Whe chief display feature of this ad is the utilization of the 


border for illustrative purposes 


shown which would be impossible with ordinary dis- 
play treatment in an ad of this size. The copy is 
interestingiy written and points out the conserving 
properties of the earthenware. As in No. 1, the firm 
signature is neatly added and the effect is that of a 
strictly local ad. We are glad to show these two ads 
to again impress upon the hardware man the advisa- 
bility of using ready-made ads. The Christmas sea- 
son will soon be upon us and you will need special 
designs and illustrations to give your publicity a 
holiday freshness and there is no better way to 
achieve this than by using ready-made ads in con- 
nection with your regular advertising. 














November 19, 1914 


Listing Many Items Without Crowding 

No. 3 (2 cols. x 10 1n.). wiany hardware mer- 
chants often have need of running a composite ad— 
an ad that will give their business as a whole a 
boost. Larger space, of course, is the easiest solu- 
tion to this problem, but where larger space is pro- 
hibitive, the merchant is very likely to crowd his 
regular space in his endeavor to list a number of 
items. The Weaver concern, of Rochester, N. Y., 
which sends us this ad knows how to avoid this con- 
tingency and its ads are worthy of considerable 
study by the dealer who wishes to utilize every inch 
of his space. Note the balanced panel arrangement 
here and the use of display type of uniform size. 
Then note how each panel is illustrated and how the 
butter and safety razor panels are given greater 
prominence by the full size panel. Notwithstanding 
the number of articles here listed and described, the 
Weaver Company still finds space to run its attrac- 
tive opening sentences about price and quality. An- 


“Weaver” Hardware Co. 


The satisfaction of Price is one 
thing; that of Quality another. We 
combine both to produce the satisfac- 
tion of Value. 











Do You Buy Your Butter in the Country ? 


If so, you would appreciate getting it in our new Parcel 
Post Butter Package. Safe, saritary ond inexpensive. Call 


us wp for full information. 





Universal Percolator 

Many weople consider. 
percolation the secret of 
good coffee. 

We offer this attractive 
percolator, in nickel- 
plated copper, at these 
prices: 3 

5-cup, $2.75; 7-cup, $8.25; 9 cup, $3.75. 


Silver-Plated Knives and Forks 





Merrimac Hand Cart 





; A medium grade cart 
. that will give good satis- 
faction. 

Outside size, 4144x23x9% 











Inside size, 39x20%. 

Depth 8 in. Width 30% in. — —S<X SS 

Axle 6-8 in. Weight 60 Ibs. ares . 
, U ) 

Side wheels, 26 in, $3.50 ae 





Front wheel, 14 in. 
Capacity, 250 lbs. 
With wood wheels $9.75. 


Forks are plated on white metal, knives on 
steel. Every piece is guaranteed. 





GILLETTE--THE RAZOR THAT RAISED EFFICIENCY 
The New The feature of this 


s new model is the stocky 

: 6 id “Bulldog” handle, which 

Gillette Bulldog makes a hit with the 
$5.00 

generous size of -his 

Triple silvcr plated. hand and heart. 


Oval case of gray antique leather, veivet lined; blade boxes to. 
match, containing 12 double-edged Gillette razors. 





















Starrett’s Calipers Universal Towel Bar 
Improved Firm Joint. * —-——— pric Eee 
Joint is drawn te- | = ia Sasi cet § 

aether by a screw. 





)p. tain stud cannot turn 
when loosening or 
tightening. Far super- 
ior to old-style calipers. 

3-in., 2c; 4-in., 40e3 5-in., 44; 
6-in., S2c3 8-in., Efe; 10-in., 72e. 


Red Seal Batteries 


Made for automobiles, 









Another of the high grade Univer- 
sal Bathroom Fixtures which we 
show in a profusion of styles. They 
are made for particular people. 


~ 





Royal Rochester Casserele 


cycle cars, motorcycles, } 7-in. round, $1.49 

™i motor boats, door bells, | 8-in. round, $1.79 
* medical apparatus, tele- | 9-in. oval, $1.79 
fa shone and open circuit With Guernsey 


work, . 

Combine high am- 
pere test with long life. 

ees Stock always fresh. 


$2.40 per dozen. 


Weaver- Hardware Co. 
; 31 Main Street East 


No. 3—Worthy of considerable study by the dealer who 
wishes to utilize every inch of his space 


earthenware inset. z 

Plain and fancy dishes are the 
more delicious and appetizing when 
served en casserole. 


























other thing to note in this ad is the complete manner 
in which every article is described and the listing of 
prices in every instance. 
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Seasonable Articles Make Up This Circular 


No. 4 (7% in. x 1334 in.). This attractive cir- 
cular comes to us from the Sinsel Hardware Com- 
pany, Cameron, W. Va. The conspicuous point 





AMERICAN FENCE. Best Fence Made. 


Note oar prices below subject only to stock op hand as our prices are from one 
to two cents below the market price. 
See enclosed letter for information in regard to tbe galvaaizing op American Feace 


rT 
Hr SPECIFICATION “A” Top and bottom Wires No 6 all other Wires No. 11 
aes Stays 12 mches apart 
aes : Credit Price Cash Price 
222 No 526-5 Strand, Height 26 Inches, Per Huadred Rods. $17.60 $1665. 
222 - 6 ° et eee a -  jaso 19.50 
4 - 726-6 . . 2% os oe - . 2060 19.50. 

- 9 * o. 2 . - 24.60 23.38 

> <e...* 2 e.=4 . - 2460 23.50 








Certainteed Rubber Roofing. 


We sel) the above rubber roofing put up under the American Beauty and Not-a-Leke 
Brands Altbough this class of material bas advanced. yet our prices are the same as last 
year. as you will note below. 

Do not confuse ths roofing with the low grade of roofings that are on the market as 
the American Beauty is the best rubber roofing that we can_buy. 








2 Ply American Beasty Per Square $2.25 
3° = a o " $2.50 
2" WNote-Leke Rubber Roofing ~ ne $1.90 
RFF a Fe Fs an $1.80 
THE ABOVE ROOFING ALSO CARRIED IN STOCK IN ONE PLY. 
Dry Batteries. Guns, But Not The Kind You Go To WAR With 


The AMERICAN Dry Cells are 
the bes: for telephone. gas engin 
esand astomchiles These hatt- 
eries are smentiscalty made of the 
best materials under expert supe 
rvmon. carefully inspected and te 
sted Guaranteed effiment and 


This battery ss purchased unde: a 
gearavtee to test not less than 28 
Amperes bet oearly all test 30 A 
tria) will convince you of their merry 
ta Remember the name AMER- 
ICAN NO. 6 Sold exclusively by us 


STOVE DEPARTMENT. 











SECOND FLOOR. 
REZONOR HEATING STOVES. 


rH 
tin 
it 


> a < 


eid EPA 
th 
Het 





i. 
i 
a 
iy! 




















rT 
| 











1 
. 


The ost put of the Atlas Cement 
Bay’, Company this year will amozet to 

—@ more than all the Portland Ceme- 
B ot manufactured io 193 FIVE 
'S MILLION barrels sold to the Unit- 
‘S ed States Government and not a 
e bad barrel in the lot 










FIELD SEEDS 


TIMOTHY. 
ORCHARD GRASS, $275 ~ ™ 
BLUE GRASS. 


Cameron, W. Va. 


PARMER’S PHONE, 21. 








Sinsel Hardware Co., - 


CITIZEN'S PHONE, 178. 











No. 4—The text matter throughout this ad is well 
handled 


about it is its balanced look and clean, readable and 
inviting arrangement. Right away we have a sug- 
gestion to offer, and that is the five panels lacking 
any mention of price would be much stronger if 
price had been mentioned. Especially in the two 
stove panels is this true. The prices in the fence 
and roofing panels seem to be unusually complete. 
The text matter throughout this ad is well handled; 
each article is presented clearly and at length. It 
seems to us that a general heading, such as “Season- 
able Goods at Price Savings” would help well the 
thought in this circular, and this suggestion, to- 
gether with the suggestion to quote price in the 
five panels lacking mention of it, seem to us all the 
comment that is needed. 


CHARLES C. CHopp has severed his connection with 
the Glidden Varnish Company, and become associated 
with the executive department of the Tropical Paint & 
Oil Company, Cleveland, Ohio. In the period of ap- 
proximately nine years that he was with the Glidden 
company Mr. Chopp was manager of its foreign de- 
partment, purchasing agent and a member of the board 
of directors and executive committee. 


Sometimes people get along together better by re- 
maining apart.—Ezchange. 








Trade Conditions and Iron, Steel and Hardware Prices 





Sentiment in the iron and steel and allied 
trades is better than for many months. 


Foreign business in iron and steel products 
is coming to this country stead.ly. 


Due to the heavy movement of crops, some 





MARKET SUMMARY FOR THE BUSY READER 


encouragement is held out for car orders 
from leading railroads in the near future. 


Encouraging features of the hardware 
trade are the easier money situation and the 
feeling that conditions are nearing a turning 
point for betterment. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., November 17, 1914. 


ENTIMENT in the iron and steel and allied trades 
is better than for many months, but as yet this 
has not developed into actual orders. The elections of 
several weeks ago are taken to indicate that the busi- 
ness interests of this country are not in sympathy with 
the low tariff policy of the present administration, 
which has been held responsible for much of the de- 
pression that now exists in the steel business. There 
has been no increase in new orders for iron and steel 
products, but the trade is more hopeful and while not 
much encouragement is held out for remainder of this 
year it is confidently believed that early in 1915 there 
will be perceptible improvement. It is known that 
stocks carried by railroads and by all consumers of iron 
and steel products are very low, due to the fact that 
there has been no incentive for some months to buy 
ahead. Order books of the mills are lean and consumers 
have been able to get very prompt deliveries. For this 
reason buying has been of a hand-to-mouth nature for 
a long time, and stocks have been allowed to decline to 
a very low point. As an indication of the scarcity of 
new business in steel, it can be stated that last week 
the Gary, Ind., works of the United States Steel Cor- 
poration was almost entirely idle. The encouraging 
features held out for early recovery in the steel busi- 
ness are based largely on improvement in the money 
situation, our increasing foreign trade balance and the 
firm belief that railroad buying will soon commence, 
should the increase in freight rates be allowed. 

A good deal has been said about a shortage in supply 
of ferromanganese, due to the European war, but this 
was largely a scare and did not develop. Recently, how- 
ever, Great Britain has forbidden exports of ferro- 
manganese to this country, and if this is continued a 
shortage in supply will no doubt develop. However, it 
is believed that within a short time the order issued by 
Great Britain to stop exports of ferromanganese into 
the United States will be modified by putting restric- 
tions on this country in the matter of making re-ex- 
ports to Germany. i 

Prices on pig iron, semi-finished steel and finished 
products have been about stationary in the past week. 
The market on plates, shapes and bars has settled 
down to a 1.10c. basis, with plates occasionally selling 
at 1.05c. on desirable orders. This price is below cost 
to some of the plate mills and they are not meeting it. 
There has been some unevenness lately in prices of 
sheets and 1.90c. on No. 28 black and 2.90c. on No. 28 
galvanized are no longer the minimum. A leading mill 
in the East and one in the Ohio district are singled out 
as being the aggressors in the sheet trade. 

Due to the heavy movement of crops, some encour- 
agement is held out for car orders from leading rail- 
roads in the near future. It is said the Harriman and 
Chicago, Rock Island & Pacific are making up estimates 
for about 40,000 cars, but so far none of the steel car 
companies has received any inquiries from these im- 
portant roads. The output of steel rails in this country 
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at present is the lowest in many years. The Edgar 
Thomson steel rail mills at Bessemer, Pa., among the 
largest in this country, are not making any steel rails, 
but running on billets and sheet bars. 

Foreign business in iron and steel products is coming 
to this country steadily, but in smaller volume than a 
month ago. A recent notable sale was one for 37,000 
boxes of tin plate for shipment to Japan, taken by do- 
mestic mills in competition with Wales. Reports are 
that an inquiry for 5,000 tons of barb wire is in the 
market, but the amount is probably exaggerated. No 
exact figures are available as to the tonnage of barb 
wire sold by domestic mills for foreign shipment since 
the war started, but a recent conservative estimate puts 
it at 75,000 tons. 

Two of the local hardware jobbing houses report 
business fairly satisfactory, but slightly less in volume 
than at this time last year. The men on the road are 
plugging away, sending in about as many orders as 
usual, but they are smaller in volume and are more ex- 
pensive to handle than larger orders. As yet, retail 
hardware dealers are not disposed to stock up goods, 
not being satisfied that bottom in prices has been 
reached. 

The encouraging features are the easier money situa- 
tion, the improved sentiment and the firm belief that 
very early in 1915 there will be a buying movements that 
will give the mills and factories a good deal more busi- 
ness than they have now. 

WIRE NAILs.—We note a continued foreign demand 
for wire nails, mostly from England and Russia, but 
also from South America and some other foreign coun- 
tries. Prices obtained on this foreign business are 
about the same as on domestic. Mills report that speci- 
fications against contracts are only fairly active and 
new demand is very quiet, being only for small lots for 
early shipment. Prices on wire nails are weaker, and 
$1.55 per keg is being done on new orders. ’ 

We quote wire nails as follows: In carload lots to jobbers, 
$1.60, f.0.b. Pittsburgh, freight added to point of delivery. 


Jobbers charge the usual advances over these prices for 
small lots from store. 


Cut Naits.—The demand is only for small lots for 
prompt shipment and mills report that specifications 
against contracts are not active. The cut nail trade 
has been quieter in the last two or three months than 
for a long time. 

We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.o.b. Pitts- 


burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 


BARB WIRE.—Reports are that one specific inquiry 
is in the market for 5,000 tons of bar wire for ship- 
ment to Russia, but official confirmation of this has 
not been obtained. It is true, however, that foreign 
inquiries for barb wire are being received by domestic 
mills nearly every day and foreign shipments are go- 
ing forward regularly. There has also been a heavy 
demand for horseshoes from England and Russia, and 
a number of very large orders have been placed in this 
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country. The domestic demand for barb wire is get- 
ting better and shipments by the mills are heavier now 
than for some time. 

We quote painted barb wire to jobbers, $1.60: galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 
points of delivery. Jobbers charge the usual advances for 
small iots from stock. 

FENCE WIRE.—The fine weather of the last six weeks 
has given the farmers the opportunity of doing outside 
work, and this mainly is in building new fences. 


Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base; galvanized, $1.80, with the usual ad- 
vances charged to jobbers for small lots from store. 

IRON AND STEEL Bars.—The new demand for iron 
or steel bars is dull and only for small lots. Specifica- 
tions against contracts from the implement trade so 
far this season have been very disappointing, being 
much lighter in volume than usual. The new demand 
for steel bars for reinforcing purposes continues fairly 
active, but for iron bars has been very dull for some 
time. Prices on common iron bars, it is said, do not 
allow the mills any margin of profit. 

We quote steel bars at 1.10c. 40 1.15¢c. for delivery this 
month and in December, while Tor first quarter the makers 


are quoting 1.20c. We quote common iron bars at 1.15c. to 
1.20c., f.0.b. Pittsburgh. 


SHEETS.—Several of the leading sheet mills in this 
district report that in the past week or 10 days the new 
demand has been better and specifications against con- 
tracts heavy. A number of the large consumers of 
sheets that two or three weeks ago would not buy have 
since come in the market and placed fairly large orders. 


General prices on sheets have settled down to the basis of 
i.90c. for No. 28 black and 2.90c. for No. 28 galvanized, but 
in some cases 1.85c. is being done on No. 28 black, and 2.85c. 
on No. 28 galvanized. 

The regular market on No. 28 Bessemer black sheets is 
now 1.90c.; on No. 28 galvanized, 2.90c., and Nos. 9 and 10 
gauge blue annealed sheets, 1.40c., at maker’s mill. 

Makers’ prices for mill shipment on sheets of U. S. Stand- 
ard gauge, in carload and larger lots, on which jobbers charge 
the usual advance for small lots from store, are as follows, 
f.o.b. Pittsburgh, terms 30 days net, or 2 per cent. cash dis- 
count in 10 days from date of invoice: 


Blue Annealed Sheets 
Cents per on 


BS RS SRDS gE ea EA a ar eee pe rn tees Sp ie 1. 
IS © A a i ce 1.40 
SO a lia al 1.45 
Se: Ga GE Ee aL eatin he eS er a 1.55 
es ee I aS br ti wh i Bod oo bi we ek 1.65 
Box Annealed Sheets, Cold Rolled 

Cents per Ib. 
Ss ig a a nee a a 1.55 
I Ae nr Ran ae ARES VES Ge SE ace aR Ta aa Me he 1.55 
ey eee eke Ss hws ke hows eb be Ck ies 1.60 
GR 8 SE rar era ne Rome arn Ay. 1.65 
i SABRES RS Aoi, Rs dors ae 1.70 
ee eee aU 0's orc ah ho CO kb eee cece ta ees 1.75 
I a ee ncaey Peer ae Femara ian ne oe 1.80 
iG Nt hte no EA aa be be ays be vee beeen 1.85 
A: Md a to i OC eta BS SS 66 he bOS owen a oo bce teen 1.90 
ng ae eek eee 64's 6 e's hoe os be eee ie ae 1.95 
hw bl EUs eS ote Coa eae’ ec 2.05 

Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
Se i eh Be cae 1.90 
FAS eer oe bese heen ob rebar 2.00 
I <a «i a as Siete Se a ek 2.00 
I I OR aa le A ae Bee ine ete 2.15 
ek a me PEPER T SRS ERRT UNEP TERT Cre eee eee 2.30 
a eR per pl ig caPaer gril taper: este pom rE 2.45 
Se ae ee: ss bole é oh wee 6 PECs cw ete cece 2.60 
NE a as no kal dt pk dn be ae «4k Lalas 2.75 
DT dard ah hd ea es 6 Ok b we eh eheddde teks ee 2.90 
EE Te bud 6 btn Ra oR 2 en i KOO ORC OME we helvetica 3.05 
EE ERE eae Se ney ES ye ERM DM LENNIE 3.20 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 


Painting : 29 25 to 28 19 to 24 12to18 
eee. GP eee 6k, one oa eu’ s 0.15 0.10 0.05 , 
Corea, - TOMGERE <n ccc cce Seen 0.25 0.15 0.10 

Forming: 

2, 2%, 3 and 5 in. corru- 

ETS SE ee 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 ince 
56 to 1% in. corrugated... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 10 
Pressed, standard seam, 

Wiaee GD Bowes céedve« 0.15 0.15 
Plain roll roofing, with or 

Se Gg 6 ew 0.15 0.15 0.15 
3/15 in. crimped .......... 0.20 0.20 0.20 
Weatherboard siding ...... .... 0.25 0.25 
pO aa Se eee 0.25 0.25 
Rock face brick and stone 

hn ook > elk hak Bee ot iw Os 0.25 0.25 
Roll and cap roofing, with 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

I i cl a aes late a a ee 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated)... .... 0.65 0.65 0.65 


67 


Nuts, Botts AND Rivets.—Trade in these pzedimets 
continues depressed, new orders being only for amall 
lots for prompt shipment. Stocks carried by some 
makers are heavy and they are naming low prices in 
order to move them. The new demand for structural 
and boiler rivets is dull, but on structural rivets it is 
probably a little better. Locomotive and boiler shops 
have been very short of work for a long time, and this 
has cut down consumption of boiler rivets very mate- 
rially. 

We quote structural rivets at 1.45c. and boiler rivets at 
1.55¢. in carload lots, small lots taking an advance of about 
lc. Discounts on nuts and bolts are as follows in lots of 300 


ib. or over, delivered within a 20c. freight radius of maker’s 
works: 


Coach and lag screwS...........-.+.«.«.+- 80 and 5% off 
Small carriage bolts, cut threads........... 80% off 
Small carriage bolts, rolled threads... .80 and 5% off 
Lage GRETIRMS BERD ois oces cccicvdsios 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Lares memes BOONE 2 vce cc cckotccre 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small........ 80% o 

Machine bolts, c.p.c. & t nuts, large... .75 and 5% off 
Square h.p. nuts, blank and tapped...... $6.30 off list 
I: EE. wsicccncdndéenneseaedewed 7.20 off list 
C.P.C. and r. sq. nuts, blank and tapped. $6.00 off list 
Hexagon nuts, % and larger........... 7.20 off list 
Hexagon nuts, smaller than % in...... 7.80 off list 
Ce Se ee BE 6 cc cree cdkevcoscui 5.50 off list 
C.P. plain hexagon nuts ........-e-ee0- 5.90 off list 
Semi-fin. hex. nuts, % in. or under. .85, 10 & 10% off 


Semi-fin. hex. nuts, % in. and larger... .85 & 5% off 
Rivets, 7/16 x 6%, smaller & shorter. .80, 10 & 5% off 
Rivets, tin plated, packages........ 80, 10 and 5% off 
Rivets, metallic tinned, packages. . .80, 10 and 5% off 
Standard cap screwsSB ...........-..- 70,10 and 10% off 
Standard set-ScrewsS ........-.+-. 75,10 and 10% off 
Tin PLaTe.—As yet, no price has been fixed by lead- 
ing tin plate makers for 1915 delivery, but sales for 
next year have been made for delivery on the Pacific 
coast at a price guaranteed not to be over $3.40, per 
base box, and if the official price be fixed lower buyers 
will have the advantage of it. New demand for tin 
plate is dull, as the season is over and tin plate mills 
are nearly through filling contracts for this year’s de- 
livery. Operations among the tin plate mills are grow- 
ing less and are on a basis of not over 60 per cent. to- 
day, if that much, 


We quote 100-lb. coke plates at $3.15 to $3.25 per base box, 


depending on the order. 
We quote 100-lb. terne plates at $3.10 to $3.20 per base 


box, f.0.b. Pittsburgh. 

BoILeER TusBEes.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, on steel, and from January 2, 
1914, on iron, are as follows: 


Lap Welded Steel Standard Charcoal Iron 





ae ee we le beak deaae ca 62 DEE UE ses cched ob tbbess 4 45 
3 tape ot aegis RT Boe Ye eeedeepate: 49 
2% amd 2% im... ccescs 65 , OR Sere 45 
eg £, Bh arp eres: 70 | e £2. errs 54 
ee. SL i eee 72 5 Oe Gee Bic ancietcvage 57 
> OME BOs abe csesacens 65 | 3% and 4% in.......... 60 
ET Oe ee ios ess eeakone 62 EF xf &  -SAree a ee 49 


Locomotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River: lengths 
over 22 ft., and all shipments going west of the Mississippi 
River, must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. On standard charcoal iron tubes for 
desirable orders the above discounts are shaded an extra 5, 
and occasionally two 5’s by some makers. 


STANDARD Pipe.—We learn that the recent order 
placed with the National Tube Company for line pipe 
for shipment to Waco, Texas, was for 85 miles of 6, 8, 
10 and 12-in. pipe, instead of 60 miles, as first reported. 
The Barnsdall gas interests in this city has placed 30 
miles of 10-in. line pipe with a local mill, also for ship- 
ment to Waco, Texas, to build a competing gas line. 
The National Gas Company of Hamilton, Ontario, has 
an inquiry out for 25 miles of 6 to 12-in. line pipe, 
which may possibly come to American mills. The new 
demand for standard iron and steel pipe is still dull, 
but it is believed will show improvement very early in 
the year. As a rule pipe mills continue to operate at 
40 to 45 per cent. of capacity. 


Wrovucnt Pire.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from November 2, 1914, and iron pipe 
from June 2, 1913, all full weight: 
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he Butt Weld 
Stee! 
Inches Black Galv. Inches *"Black Galv. 
» 4 and %... 74 53 "ERS 66 47 
i kab Wet 6.she'e 6 78 67 od Waa ob oe ems cee 46 
OI wh od0o2 81 CG SU its Wane k0¢6 tice 69 56 
OO: BER sv ak evi 72 61 
Lap Weld 

Fe Ren ee ae Ss 69 DUK wes «6-b0 06% oe: Oe 
. ta a 80 71 eae 6% vied se coos 67 56 
me SS ) Se 7 7, Gy Se kere errs 68 58 
13 and 14....... 631% i 2 & yee 0 61 
LL Deans . Se Rares | 61 

Fe Bei ci wewds 68 

Reamed pie Drifted 
a Ba See 79 70 to 1 ae butt. 70 59 
chek owe US 76 67 5 hen dds hae 59 
2% "® 6, lap. 78 69 1%, a eee 6 54 43 
a 65 54 
Bye PRET: 66 56 
2% to 4, lap. 68 +69 
Butt ne extra strong, plain ies 

and ee, SME) 4b eae ah phew ae 63 52 
_* GUS wate ee oe 67 i NO Ay SEES | 67 60 
ee ret 78 71 oO. Oe a's 6 wy ed 71 62 
ee ae 79 72 2 and 25%...0-- 72 63 





Hardware Age 


Lap Weld, extra strong, plain ends 














Debian s edna d 75 66 Ras do ameldds teas 65 59 
i 2 Rhee 77 68 ee cs ts ako hh ae 66 58 
. a ee 76 67 ) Se ene 70 61 
SO Be fy ved 0 ¥8 69 58 Ome COS. 5 6 es 69 60 
PS Ris iors Sos 64 53 ee RS Oe 63 53 
he gh hee cae 58 47 
Butt Weld, double extra strong, plain ends 
pita wh wtshen a 64 57 aS bon boa oe alee 49 
2 Tee , 67 60 2? 2) aes 60 52 
eo BM ie ce 69 62. and 2%...... 62 54 
Lap Weld, double extra strong, plain ends 
PEG esc tenriawes 65 60% hed pee eka Sd60s OO 49 
i ie 2e Speer 67 314 See 60 54 
$% Co 6. .cicise 66 bie a Pee 59 53 
2 . eee 59 48 Dies eidside oe sy 2 42 


To the large jobbing trade an additional 5 and 2% per 
cent. is’ allowed over the above discounts. 


The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 
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Office of HARDWARE AGE, 
Chicago, Ill., November 16, 1914. 


HE feeling that trade conditions are nearing a turn- 
ing point for betterment is becoming more ap- 
parent in hardware circles. In actual volume of orders 
there is no increase of particular interest, but every- 
where is evidence of preparation for an increased 
spring demand. 

Traveling salesmen are being instructed to give espe- 
cial attention to goods for spring delivery and retailers 
are showing more willingness to place orders for such 
merchandise. 

The demand for winter household and sporting goods 
has been seriously affected by the lack of cold weather. 
Several weeks of severe weather would materially in- 
crease purchases for immediate shipment. 

With state elections finally disposed of, consumers are 
less distracted from normal vocations and some increase 
in retail business is traceable. Collections are showing 
improvement also. The most favorable feature in the 
whole situation is the fact that interest rates have been 
reduced generally. It is learned from good authority 
that large loans have been made in Chicago during the 
past week at 5 per cent. interest. 

Staple lines are being bought in very small quantities 
and prices on some lines show a tendency to slump. 
Wire products have been reduced $1 a ton in price and 
instances are reported where further reductions in 
price have been offered. 

Wire NalLs.—Eagerness to increase orders through 
price concessions has brought the market to a basis of 
$1.55, carloads to jobbers, f.o.b. Pittsburgh, though very 


little new business is coming in. We quote wire nails, 


f.o.b.. Chicago: 


eee 0 = IS ar 5a as Gis wold wie wd 8 Be $1.73 base 
Cersge Gs tO SOCRIROre ..< ics bcjcc c'o cbc cis cose 1.78 base 
Less than carloads to retailers........... 1.88 base 


STAPLES.—We quote, f.o.b. Chicago: Staples, bright, 
same price as nails. Staples, galvanized, an advance of 
40c. 

BaRB WIRE.—A good export demand for barb wire 
continues. Stocks in the hands of retailers are low, but 
there is very little demand from them. We quote f.o.b. 
Chicago: 


Carloads to jobbers, painted............. $1.73 base 
Carlouds to jobbers, galvanized.......... 2.13 base 
Carloeds te retailers, painted............ 1.78 base 
Carloads to retailers, galvanized......... 2.18 base 


An additional advance of 10c. for less than carloads. 


FENCE WIRE.—Buying in this product is of a “hand- 
to-mouth” variety for the maintenance of complete 
stocks, without carrying more than necessary for retail 
demands which are less than normal. 


Carloads to jobbers, annealed................ $1.53 
Carloads to jobbers, galvanized............... 1.93 
Carloads to retailers, annealed................ 1.58 
Carloads to retailers, galvanized.............. 1.98 


An additional advance ‘of 10c. for less than carloads. 


LINSEED OIL.—We quote, f.o.b. Chicago, strictly pure, 
old process oil: 


i CE ie wis so eek he eb RRS OCR COD eee 45e. 
il es Cab MED AO RM OS ab 46c. 
vy BB eB OS gee en rg a eae ae 47c. 
5 or more barrels, boiled......... adhe ch sees aad 48c., 
cn [a Ge re PU 6 as cee cer eset besos eene 49c., 
Less than 5 barrels, Ee et oe 
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Office of HARDWARE AGE, 
New York, November 16, 1914. 


VIDENCE of greater business activity is apparent, 
and various forces are slowly but surely working 
toward better conditions. At present the gains are in 
output going abroad, which will ultimately benefit do- 
mestic commerce because of the inevitable flow of 
foreign money to us for it. 

Purely domestic business is unquestionably slower 
and unfavorable, orders being trimmed to a minimum 
which were small enough before. The lack of employ- 
ment owing to dull trade, greatly affects the buying 
power, but there are resumptions at manufacturing 
plants in places which are encouraging. One manufac- 
turing interest employing ordinarily 8,000 people, which 
had laid off nearly 40 per cent. of its force since August 
1, started on full time this week, and there is a quicken- 


ing in the production among other manufacturers that 


.is helpful so far as it goes. 


The trade situation has two sides, with greatly in- 
creased activity in supplies required to carry on war, 
whether in arms, ammunition, textiles or foodstuffs, 
while what pertains to domestic consumption is still 
relatively small. 

Nevertheless, there are marked improvements in 
fundamental conditions which are favorable. Consider- 
ing the unparalleled, world wide disturbances, we are 
in an enviable position. Some of the evidences of bet- 
terment are the opening of the Federal Reserve banks, 
which will automatically release nearly $200,000,000 
more of reserves for business and other purposes which 
should lower the interest rate and add that much more to 
active capital; the re-opening of some of the exchanges 
in which higher prices are already being paid for seats, 
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in anticipation of increased business; the return to the 
Government of many millions of dollars of emergency 
currency because of a belief that the occasion for its 
issuance has passed; the cancellation of the require- 
ment of sixty days’ notice for withdrawals by depositors 
from savings banks and the assured crops, the entire 
yield for 1914 being placed at 102.3 per cent. above a 
ten year average. This average, according to states, 
ranges at from 124.2 per cent. in Kansas to a minimum 
of 84.6 per cent. in Missouri. The Central West and 
South generally are strong in averages, while some of 
the states more or less below 100 per cent. are in the 
Northwest. This increased wealth in farm products 
is bound to tell as soon as there is an assured market 
for the harvest at high prices. 

What would start business unmistakably would be a 
more liberal policy With the railroads. They are the 
largest buyers in the country, and what they need and 
must have soon would be very stimulating. No other 
country on the globe at present is so well qualified to 
supply the wants of foreign nations as are we, and indi- 
cations of it are more positive daily. 

Governmental figures just available should dispel 
doubts as to our strong positién. For instance while 
statistics covering the period from 1800 to 1914 are 
given, those of the last half century are convincing 
enough. Since 1850 the population of the United States 
has more than quadrupled, and is now about 100,000,000. 
In the same interval foreign commerce has increased 
from $318,000,000 to $4,259,000,000, and the per capita 
value of exports from $16.96 to $23.27. Our national 
wealth has advanced from $7,000,000,000 in 1870 to 
approximately $140,000,000,000; money in circulation 
from $279,000,000 to $3,419,000,000 and bank clearances 
in New York alone, per annum, from approximately 
$5,000,000,000 to over $98,000,000,000. Bank clearances 
for the entire country have grown from $52,000,000,000 
in 1887, the earliest year for which figures are available, 
to $174,000,000,000 in 1913. 

These figures are stupendous and difficult to compre- 
hend, but they show to almost any one, great relative 
advancement, whether we realize their immensity in 
detail or not. 

The value of farms and farm property has increased 
from $4,000,000,000 in 1850 to $41,000,000,000 in 1910; 
manufactures from $1,000,000,000 to over $20,000,000,- 
000, and railways in operation from 9,021 miles in 1850 
to 258,033 miles in 1912. 

In 1850 depositors in savings banks numbered 251,000, 
the present figures are 11,000,000, with deposits, exclu- 
sive of those in other savings institutions, reaching the 
enormous total of $4,750,000,000 or more than 100 times 
greater than in the middle of the last century. 

When we are disposed to grumble and become im- 
patient, it is well to contrast our general situation physi- 
cally and morally with less favored countries. 


WirRE NaiLs.—Trade in wire nails throughout New 
York and metropolitan territory is slow, with but little 
in this line moving at present. Merchants buy only in 
small lots and frequently, as wanted, and the business 
is very unsatisfactory. 

Wire nails, out of store, are quoted at $1.85 per keg base. 


CuT NaILs.—Cut nails are similarly affected, but are 
on a fair parity with wire nails, relative to such orders 
as are given. Exports have been largely discontinued 
for the present owing to transportation and insurance 
rates, which are materially higher, occasioned by the 
depredations of German cruisers. 


Cut nails, out of store, are based on $1.85 per keg. 


LINSEED O1L.—Trade in linseed oil has been reason- 
ably good, considering adverse business conditions gen- 
erally, owing to the remarkably fair weather all through 
the autumn, which has favored painting operations, es- 
pecially for out of door work. There has recently been 
a moderate recovery in flaxseed prices in the Northwest 
which has caused a somewhat firmer tone in linseed oil. 


Linseed oil, raw, city brands, is quoted at 48c. in lots of 5 
or more bbls. and 49c. per gal. for less than 5 Ss. 

State.and Western oil is 46c.. per gal. in carload lots, and 
ranges at from 46 to 48c. for less than carloads, according to 
buyer and seller. 

NAVAL Stores —There is a somewhat stronger tone 
for naval stores, owing to smaller arrivals at Savannah, 


which has led buyers to show more interest, although 


« 
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trade is still of nominal character, which is always ex- 
pected during this period of the year. There is a much 
larger export inquiry also, which likewise strengthens 
the situation. The independent factors are not shading 
prices as much as they were and the leading interests 
appear more confident of obtaining higher prices by 
waiting. 

; Spot turpentine is quoted on the basis of 46 to 47c. per gal. 
” oobam are being maintained at about previous levels, with 
common to good strained, on the basis of 280 lb. per bbl., in 
yard, at $3.75 and D grade at $3.80 per bbl. 

Rope.—Manufacturers say that present low prices for 
Manila rope are not warranted by the cost to them of 
Manila hemp. They also assert that large jobbers see- 
ing somewhat lower current quotations for the raw 
stock conclude that rope should be sold for less, over- 
looking the fact that hemp purchased in August to 
arrive several months later was obtained at a much 
higher cost. Manufacturers have found that there 
ought to be a differential of at least 3c. per lb. between 
the raw material and the manufactured article, for a 
reasonable profit, as it requires about 2c. per lb. to cover 
manufacturing expense and overhead costs. Prices for 
rope are about as they have been since the middle of 
October. 

WINDOW GLASs.—aAIl or most of the window glass 
factories have started work, but there are no indica- 
tions, so far, of orders of much importance being placed. 
Inquiries have been received for glass in carload lots 
from responsible merchants, but it is not wanted until 
after January 1. The jobbers are reluctant to carry 
or pay for the goods until absolutely needed, owing to 
adverse financial conditions which, however, are im- 
proving. So far as demand is concerned factory officials 
believe that a later date than November 1, by a month 
or two, could have been set for resumption, but as the 
factories have. been shut down since last May the em- 
ployes were anxious to go to work. 

Window glass, in eastern territory, is still quoted at 90-10 


to 90-15 per cent. on single thick, and 90-15 to 90-20 per cent. 
discount on double thick from jobbers’ list. 


SCREEN WIRE CLOTH.—There is little change in the 
market for screen wire cloth, compared with a year ago. 
Like most other manufactures, wire cloth is affected 
by the war conditions which have universally disturbed 
financial, transportation and mercantile arrangements. 

Manufacturers of this increasingly important com- 
modity have not expected this year to book a large ad- 
vance business of this staple, as the disordered com- 
mercial situation in this line is like that in most other 
standard goods. 

Obviously it is too early at this time for actual con- 
sumption in quantities of screen wire cloth, which is 
most active in the spring as a protection from disease 
carriers, such as flies, mosquitoes, gnats, etc. 

Sales managers who supervise the distribution of this 
product are neither surprised nor disturbed because 
advance orders have not been given as freely as usual 
at this period of the year, knowing the widespread con- 
servatism in buying. At the same time, they are going 
ahead with production as usual, accumulating stocks 
from which to execute orders promptly when received 
later, of which they are confident, believing that the 
usual volume of business will be obtained in due course. 
Also that in bulk and value, the output will ultimately 
reach, if not surpass, the customary totals, regardless 
of when the orders are given, because of growing popu- 
lation and improved business conditions. 

Trade in screen wire cloth is less directly affected by 
the European war than many other kinds of merchan- 
dise, because the most of it is marketed and used in our 
own and nearby countries. Therefore, manufacturers 
do not have to depend on indents from abroad, although 
some is exported. Likewise the supply of raw material 
which is produced in the United States is unaffected by 
the war, directly. 

Prices, so far, for raw and semi-finished materials 
used in its manufacture are little changed from what 
they were before hostilities began. Therefore, manu- 
facturers see no special reason for marked change in 
the price of the finished product for the coming season, 
even should there be some irregularities, occasionally, 
by small manufacturers because of disturbed trade con- 
ditions. ’ 
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South Jersey Local Holds Interest- 
ing Hardware Meeting 


HE South Jersey, local division of the Pennsy]- 
vania and Atlantic Seaboard Hardware Asso- 
ciation held its monthly meeting in the Ridgeway 
Hotel in Camden, N. J., recently. The hardware 
men met at six o’clock, and after a bounteous din- 
ner, M. A. Doyle, president, introduced J. E. Baum, 
president of the Supplee-Biddle Hardware Company, 
who spoke on the “Signs of the Times.” , 

George Koon, of Henry Disston & Son, was the 
next speaker, and he confined his remarks to the 
fraternal possibilities of local hardware associa- 
tions. Frank Goodfellow, president of the Penn- 
sylvania and Atlantic Seaboard Hardware Associa- 
tion, then spoke of the relationship existing be- 
tween local associations and the state body. Mr. 
Goodfellow said that the Pennsylvania and Atlantic 
Seaboard Hardware Association had been growing 
in strength, power and usefulness in direct propor- 
tion to the growth of its individual members. More 
hardware men he said are trying to see what they 
can put into the association rather than what they 
can get out of it. 

Mathias Ludlow, first vice-president of the Penn- 
sylvania and Atlantic Seaboard Association, then 
spoke of the coming State Convention which will 
be held in Newark, and urged the New Jersey peo- 
ple to work with him to make this the greatest 
convention of the association. 

_ . J. M. Kohlmeier, president of the Manhattan and 

Bronx Association, then spoke on the activities of 
the locals in and around New York City. Many of 
his suggestions were very pointed, and will un- 
doubtedly be adopted profitably by the New Jersey 
Association. 


L. C. Littell, of the Newark Association, then 
told of what can be done by associations to stop 
manufacturers selling direct to the consumers. He 
gave concrete examples of what has been done to 
check this breach of trade etiquette in Newark. 

Frank Mitchell, a Philadelphia member of the 
executive board of the Pennsylvania and Atlantic 
Seaboard Association, took up the price question 
briefly and summed up association work as a com- 
bination of co-operation, self sacrifice and good fel- 
lowship. 


Roy F. Soule, editor of HARDWARE AGE, then 
spoke on the subject of retail hardware advertising. 
It is Mr. Soule’s opinion that a window display is 
the most powerful method of advertising for a re- 
tail merchant, and at the conclusion of his remarks 
he presented the president with a set of four splen- 
didly bound hardware books to be used as prizes 
for the best decorated hardware window in the 
contest that is soon to be conducted by this local 
association. 


W. P. Lewis, secretary of the Pennsylvania and 
Atlantic Seaboard Association was the last speaker. 
Mr. Lewis told of the possibilities of the coming 
state convention, and urged strongly that all mem- 
bers look closely to their wants before coming to 
the big Newark meeting. He spoke of the splendid 
record already established by the association as a 
buying body, and said that the future of the exhibit 
business depended absolutely upon the support given 
it by the members. ‘ Mr. Lewis anticipates that the 
purchases at the coming state convention will ex- 
ceed even the splendid records made in the past. 

The meeting closed at eleven o’clock, and was 
voted to be one of the best local meetings held in 
Pennsylvania this year. This local association has 
doubled its membership in the past year. 
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Weekly Page bf Display Ideas 


(Continued from page 60) 


one article in the window and for forcibly calling 
attention to the trade-mark or some selling feature. 


Our Show Cards 


The accompanying catds show two well-laid out 
designs embellished with| illustrations taken from 
the advertising pages of HARDWARE AGE. 


These cards were origifially made on a quarter 
sheet, 11 x 14. The lett@ring is a combination of 
Soennecken pen and brush work. 


The selection of cardboard plays an important 
part in successful show card Writing. For all kinds 
of pen use never select & Cardboard with a hard 
glazed or glossy finish, a8 there is nothing in the 
glossy surface to which thé ink can readily adhere; 
this fact will therefore make good work with the 
pen impossible. For pen work always select a 
board with a soft unfinished surface. 


Personal 


F. E. CuTigr, president of the Cutler Hardware 
Company, Waterloo, Iowa, was & HARpwWARE AGE visitor 
recently. Mr. Cutler came East bearing a strong mes- 
sage of optimism from his friends and associates who are 
in the hardware business in the great agricultural state. 
He said: “Business is keeping up well. Some months 
we have run behind and othé® months we have run 
ahead, but up to date our busifess is as good as last 
year, and we think conditions aré going to get better 
all the time. The high prices 6f foodstuffs have made 
many of our farmers hold theif grain for still higher 
prices, but all merchants are urging the farmers to sell 
sufficient quantities to pay up their balances, and the 
campaign is having its effect on tollections. 

“There is one very noticeable thing in Iowa this year 
worthy of comment in HARDWARE AGE. For years past 
real estate agents have been making a strong play to 
hardware merchants to trade theit; stores for farms. 
Many such deals have been made, and in most instances 
the merchant has inherited a farm Well plastered with 
mortgages. In times which are supposed to be gen- 
erally bad, it would be natural that more of these real 
estate deals should be made, but I pleased to state 
that in Iowa there have been fewer @hanges in the hard- 
ware business than in any recent’ year, It looks as 
though our hardware people weré, Satisfied with the 
business they are in, which is a good indi¢ation for the 
future of the trade.” Mr. Cutler atténdéd the Jobbers 
and Manufacturers’ Convention at Atlantic City. He 
is spending a few days in the eastértn market before 
returning to his business in the West. ; 
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H. W. SCHOONMAKER, Seneca Cast 
HARDWARE AGE visitor this week. 
place is known around Seneca Castle af 
store that’s different.” ‘ries. groceries, 
furniture, partment 
which inventories about $6,000. Mr. Sch@piitiaker says 
that business in upper New York this fall i§ good, and 
that the greatest difficulty of a small to ape is 
to keep from overbuying. His town is of but 250 inhab- 


itants, and he says that extreme c:ire must\bé@ used in 
purchasing seasonable goods. Mr. Schoonmaker has re- 
cently fitted his hardware department with Heller fix- 


tures, and says that even in a small community in- 
creased business, from the better way of stocking his 
merchandise, is noticeable. 


E. St. ELmo LEwIs, vice-president and general man- 
ager of the Art Metal Construction Company, of James- 
town, N. Y., has been elected a member of the boatd of 
directors of the Art Metal Construction Company, btd., 
of London, England. 


- 
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DIRECTIONS FOR MAKIN G A PIPE DRUM 


By A. A. MUELLER 
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Patterns for a pipe drum 


HIS is a drum used on box stoves and other 
T lay-down stoves to increase the amount of 
radiation from the stove pipe. They are 
easily made, inexpensive and increase the efficiency 
of this class of heating stoves. Fig. 1 shows the 
construction of the better ones and the provisions 
made for cleaning out the soot and ashes that ac- 
cumulate on the inside. This cleaning out should 
occur frequently when the stove is in use, as soot 
or ashes are non-conductors of heat and in a way 
they defeat the object of having the drum. The 
cheaper pipe drums are made of elbows and they 
must be taken down when they are to be cleaned. 
Like most articles of sheet metal, the details and 
the features, conveniences and talking points can 
be greatly varied. Fig. 1 can be made so that it 
will have direct draft by adding the piece H, in- 
stead of the supporting straps G, and fitting a tight 
damper in it. All four ends of the horizontal pieces 
can be fitted with cleanout caps, and if trouble is ex- 
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perienced in putting the tees together, then joints 
can be made as at I and J. 

The length of the piece K is governed by the style 
of the top of the stove. In those box stoves having 
swing or open tops the piece should be made longer 
than in those with the stationary tops. This will 
give room to feed the fuel into the stove from the 
top. The piece L is made of various lengths usually 
of a piece of material that has been left from cut- 
ting out the rest of the pieces in the drum. 

Figs. 4 and 5 show the method of developing the 
patterns for the tees. Draw a circle equal in diam- 
eter to the diameter of the pipe and divide it into 
quadrants by drawing horizontal and vertical lines 
through the center and space one of these quarter 
circles into a number of spaces. As the pieces 
forming the tees are at right angles to each other 
and of the same diameter they can each be divided 
into four similar parts. At right angles to the 
vertical center line 1-7 draw the line 4-4-4, and 
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place on it four times the number of the spaces 
in the circumference of the quarter circle and from 
the points draw indefinite lines. At right angles, 
and to these lines, project the points of correspond- 
ing numbers on the quarter circle. Connecting these 
intersections will produce the net pattern for the 
branches as shown in Fig. 5. Referring to the 
side elevation it will be seen that the shaded 
part B, is the same as the shaded part A, only that 
the miter line or cut is in the middle of the piece 
instead of at the end of the piece and what would 
be the pattern edge for one piece would also be the 
pattern edge for the other piece. Therefore, the 
opening in the main pipe will not need to be devel- 
oped but can be marked from or pricked through 
the pattern for the branch. To develop the open- 
ing it is only necessary to lay off a stretchout in 
the same manner as described above and addition- 
ally space a lower quarter circle the same as the 
upper one and project the points to lines of cor- 
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responding numbers and then the shaded part in 
Fig. 5 will be the net opening. 

In Fig. 7 is shown a section between the pieces 
of a tee at C in Fig. 1. The caps on the end are 
pinned and a section is shown at E’. 

The straps G can be riveted to the caps-and then 
the caps pinned to the tees or the straps can be 
bolted after the caps are pinned by reaching 
through the pieces L and K. 

F is the pair of legs or front supports and they 
are made of bundle bands. They are about an inch 
longer than the piece K, as the stove collar is lo- 
cated on a raised part of the stove; but this is not 
so important as the piece can easily be cut off. 
These legs should be in one piece and the upper 
cross piece made to fit the circular part of the 
drum, to which it is riveted. 

Fig. 6 is a section on the line a-b of Fig. 3. These 
removable caps have rims that fit the pipe quite 
tight and the handles are pieces of bundle bands. 




















The Portsmouth Steel Company’s juvenile band 


Band of Portsmouth Steel Co. 


| Aes employers of labor in late years realize 

more and more the importance of having con- 
tented employes. With this idea in view, many mar- 
ufacturing plants have an expert in charge of wel- 
fare work, who devotes his entire time to looking 
after the interest of the workmen. 

A unique but successful plan in this kind of work 
among employes has been inaugurated by the Ports- 
mouth Steel Company, Portsmouth, Ohio. The com- 
pany has many foreigners with large families in its 
employ, and many of the children of these workmen 
are natural born musicians. John Milliken, chief of 
the employment bureau, originated the idea of form- 
ing a juvenile band made up entirely of children 
whose parents are in the company’s employ. 

This band was organized on June 16 this year, 
with 22 pieces. The ages of the children range from 
10 to 16 years. The director selected for the band 
was Joseph Hladik, one of the company’s carpenters, 
and he succeeded in getting his pupils so well trained 
that in a few weeks’ time the band was able to give 


a public concert, at which all the late popular airs 
were played. 

All of the company’s employes have taken much 
interest in the project, and the enthusiasm aroused 
among the workmen stamps the experiment a suc- 
cess. 


Stevens Dealer Co-operation 


The J. Stevens Arms & Tool Company, Chicopee 
Falls, Mass., has prepared an attractive series of 
hunting scene cuts for use by hardware merchants 
during the hunting season. These cuts are mor- 
tised for the dealer’s firm name and address, and 
they are made up in both single and double-column 
widths. The cuts feature repeating and double 
single-barrel shot-guns, and repeating and single 
shot rifles. 

The company also supplies a handsome, litho- 
graphed store sign to dealers. In addition, the 
Stevens Company states that it will be pleased to 
circularize any live list of sportsmen supplied by 
hardware merchants. 
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Stanley’s 
No. 1776-J1 


Garage Door 
Sets 


Containing 


Complete Hardware Equipment 
for Garage with Double Doors 
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bs aie arg ee ee Sets include the following: 








3 pairs No. 960-J1 10-inch Extra Heavy Tee Hinges, 
with Reversed Pads. 

1 No. 1055-J1 6-inch Wrought Steel Chain Bolt. 

1 No. 1056-J1 6-inch Wrought Steel Foot Bolt. 

1 No. 1260-J1 No. 4 Thumb Latch. 

1 No. 1257-J1 No. 4 Handle. 


All the above in Dead Black Japanned Finish: 


No. 1776-J1 Garage door set, supplies the One Set. No. 1776-J1 
demand for a quality set at moderate cost. Stanley Garage Hardware 
The extra heavy 10-inch hinges have reversed Complete in the 
| pads to permit application to jamb of the door. ' Strong Stanley Telescope Box 
The plates of the 6-inch chain and foot bolts 


are the same size, making a neat combination. 

The wrought steel thumb latch with 8%- 
inch handle is fitted with padlock eyes so 
doors can be securely locked. 3 

The wrought steel pull No. 1257 is the 
same size as the handle of No. 1260 set, and 
is applied to the other door. The advantage 
of two handles for drawing the doors shut is 





obvious. —— we nd 

The dead black japan finish gives the hard- A neat handy package for your shelves. 
ware a neat dignified appearance. Saves time and labor. 

Send your order to your jobber now, and Size of Box: 1234 :x:7%4 x 2% inches. 
ask us for printed matter with complete de- Gross Weight: 20 pounds. 
scription to enclose with your letters and Each item is wrapped separately and screws 
invoices. of proper size and finish are included. 





SEE PAGE 105 
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A. MACFARLANE & CO., Coristine Bldg., Montreal 











NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Holt Improyed Egg Beater 


Qompany, Tarry- 
st brought out the 
BE beater, No. 5. 
as, in addition to 
flared dashers, the 












town, N. Y., hag 
new Holt imprayeg 
This egg beater & 
the Holt patenteg 
company’s new f 
is designed to oy 
of cogs between th 

By the accompany; 
of the beater, it wilh) 
round wires on whi¢h 
and dashers reyolye’ 
through holes, whieh 
the handle by gang 
wires cannot vary, ane 
gears cannot bind oF read apart. 
The large gears are rive 
handle by passing @ 
through a large gég 
steel washer, which ig. 
handle under the .*' The large 
gear is riveted down’@n to another 
steel washer with @&tension, and 


@ sectional view 












dered rivet 
‘and a small 
sunk in the 
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improvement incorporateg 
Lyon beuters,” 


From left to right; Hal 
beater; pint jar movenral 
sunk in the opposite 
handle and riveted by ; 
rivet. This rivet, the 
eannot come loose. Hi) 
The handle also suppo 4 
on the opposite side, and 
the small cogs. The comr 
that all of the Holt-Lyc 1 ¢@ 4 
and jar cream whips are Wi¥ 
this process. The No. § 
weighs 7 ounces, while othe 
sizes made by the company 
5% to 6% ounces. 


“Ideal” Beacon Foypfain- 
light ) 


The Beacon Miniature 
Company, 108-110 Duane street,” 
York City, is placing on the | 
the “Ideal” Beacon Founter 
which is covered by pats 
granted and pending. pS 

As shown in the ace 
illustration, this article § 


shape of a fountain pen, ¢oni 
of three parts, the bart th 
and the clip. The end of th 
contains the lamp, while the” 
is enclosed in the cap. 17 ne cl 
as the switch, as by press} 
contact with the casing, f 
turned on. The insulating 











of cloth make contact impossible when 
the fountain light is placed in the 
pocket, as the cloth is then between 














The “Ideal” Beacon fountainlight 
the clip and the casing. The clip also 
acts in the conventional way, holding 
the “Fountainlight” securely in the 
pocket. 

The company calls particular atten- 
tion to the fact that contact between 
the clip and the casting is impossible 
when the fountain light is in the 
pocket, this being stated to prevent 
useless consumption of the electric 
current in the battery. Attention is 
also called to the convenient shape 
of this article. 


The “Duplex” Lamp 


To comply with recent night light 
laws, the Embury Mfg. Company, 
Warsaw, N. Y., has introduced a new 
automobile-type carriage lamp, which 
is styled the “Duplex.” The company 
states that this is a *popular-priced 
lamp, and that it is handsome in ap- 
pearance and solid in construction. It 
is further stated that the “Duplex” 
is light enough to permit of its being 
used on the dashboard of a buggy, and 
that many new ideas in vehicle light- 
ing are embodied in its construction. 

This new carriage lamp measures 
only 9 inches overall, and it has an oil 


-" 

















Front and rear views of the new “Duplex” 
carriage lamp 


fount built into the body of the lamp 
which contains sufficient oil to enable 
the lamp to burn for from 18 to 20 
hours with one filling. This lamp has 
a single door, which is fastened with 
a double catch, and it is also fitted 
with dash brackets on each side, so 
that it may be used on either side of a 
vehicle. A bright white magnified 
light ahead, and a red light in the rear 
comply with the requirements of the 
law. 

The company states that there is 
nothing about the “Duplex” lamp to 
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rattle, shake or drop off, and that this 
lamp is guaranteed to withstand the 
most severe wind tests. 

The “Duplex” lamp retails for $2 
and it is also sold equipped with an 
optical lens for 50c. extra. 


Getz Power Washer 


The Getz Power Washer Company, 
Morton, Ill., has recently placed on 
the market the Getz power washer, 
which may be operated either by an 
electric motor or a gasoline engine. 
The company states that this washer 
is well made, and that it can be 
operated at small expense. The tub 
of the Getz power washer is made 
of thoroughly seasoned corrugated 
cypress wood. The company states 
that the machinery is well arranged 
and properly fitted. This washer is 

















The Getz power washer 


provided with a handle which may be 
used to operate it, should the electric 
motor or gas engine get out of order. 

The wringer furnished with the 
Getz washer is of the two-roll, re- 
versible, power type, and it is located 
within easy reach of the user. The 
company states that the swinging 
wringer device enables the operator to 
use one wringer for the washer, the 
rinse tub and the wash basket. 

The Getz power washer is a gear 
driven machine, the only belt on it 
being the one running from the motor 
or gas engine to the drive pulley. The 
shaft and enclosed gears which drive 
the dolly are mounted on the lid. The 
driving mechanism is attached to the 
steel frame beneath the platform. The 
company states that the simple me- 
chanical design and adjustment of this 
washer makes it a _ very silently 
operated machine. 


“Drill Chips” 


The November number of Drill 
Chips, the house organ of the Cleve- 
land Twist Drill Company, Cleveland, 
Ohio, features an editorial on the busi- 
ness opportunities in South America 
compared with those in the United 
States. Other articles in this issue 
are “War and _ Business,” “Pro- 
ficiency,” “Habit,” “Compensation,” 
and “Drilling—Ancient and Modern.” 
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Representative 
Stores 
These live hardware 
dealers say that their busi- 
ness is greatly helped by 
handling 


R - W 


PRODUCTS 


Why not get in line and be 
prepared for that prosperity 
which is coming by stocking 
up on R-W Door Hangers, 
Grindstones and Hardware 
Specialties. 


If you don’t know us, get 
acquainted. 


chards Wilco 


MANUFACTURING Co. fe 
AURORA ILL.U.SA. 


A hanger for any door that slides. 


- 
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“R-W” Garage Door Equip- 
ment 

The Richards-Wilcox Mfg. Com- 

pany, Aurora, Ill, and 85 Walker 


street, New York City, is prepared to 
supply the “R-W” parallel door equip- 


ment, Nos. 256 to 259, inclusive, for. 


sliding garage doors. This equipment 
includes four sizes of track, and is 
assembled with weather stripping. It 
is also assembled complete in sections, 
to accommodate different sizes of 
openings, either long or short. The 
weather strips extend below the top of 
the door, making the fitting storm 
proof. In ordering this material, it is 
necessary to send a sketch showing 
the floor plans, and the goods should 
be definitely specified by number. 


Other parts of this equipment are 7 


sliding door fittings. 

One of these fittings is the “R-W” 
adjustable floor center door guide, for 
double garage doors, with No. 301-72 
bumper shoes on the sliding door. 
This device guides the bottom of the 
doors, and holds them in position 
when they are closed. The guides 
weigh 4 pounds. They can be used 
with either concrete or wood floors 
and are adjustable for doors 1% to 
3 inches thick. 

There is also the “R-W” adjustable 
floor end door guide, for garage doors 
using the company’s bumper shoes on 
the doors. This specialty is intended 
for use with sliding right-angle gar- 
age doors, and it will hold the bottom 
of the doors in place, whether they are 
open or closed. These guides weigh 3 
pounds and they are adjustable for 
doors 1% to 3 inches thick. These 
guides can be installed with concrete 
or wood floors. © not 

Two views of the “R-W” parallel 
garage door bolt are shown, to better 
demonstrate the method of operation. 
This bolt is intended especially for. 
garage doors, operating on. parallel 
tracks, but may be used on single 
doors by inserting a keeper casting in 
the jamb on the side wall. This bolt 
is made of malleable iron and steel 
and it is suitable for doors 1% to 3 
inches thick. The lock is inserted in 
the door stile, the key or bolt passing 
entirely through the stile on the inside 
track, and into the keeper in the stile 
of the outside door. When used with 


single doors, this bolt passes into the - 


keeper inserted in the jamb. By turn- 
ing the handle, doors are drawn to- 
gether and held in that position by a 
stop lug resting in a notched section 
of the lock plate. When used on the 
outside of a building. a padlock can be 
attached, thus providing a combined 
bolt and lock. The doors should lap 
each other or jamb at least 2 inches. 

- These holts are finished in black 
enamel, and they are packed one in a 
metal edged box, complete with bolts 
and screws. They weigh 3 pounds 
each. 


A CERTIFICATE OF INCORPORATION 
was recently filed by the -Heldtite 
Brush Company, of Troy, N. Y., to 
engage in the manufacture of toilet 
brushes. Capital, $5,000. The direc- 
tors are F. H. Wager, Charles E. 
Thompson and M. H. Wager. 
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Top of cut, left to right: “R-W” adjustable floor end door guide and “R-W” adjustable 


floor center door guide; the bottom row shows two views of the 


“R-W” paraliel 


garage door bolt 


New Hotpoint Percolator 


‘The Hotpoint Electric Heating 
Company, Ontario, Cal., has brought 
out a new electric coffee percolator, 
the principal distinguishing feature 
of which is that it will retail at $5, 
which the company states is an unu- 
sually low price. Like its higher 




















New Hotpoint electric percolator 


priced predecessor, it is made entirely 
of aluminum and German silver. The 
company states that these metals will 
not impart a metallic taste or taint to 
the coffee. 

In this percolator a special lip spout 
has been designed, of the style com- 


monly used with regular coffee pots. 
This spout is drawn from a single 
piece of aluminum and is seamless. 
The company states that the manner 
in which it is fastened to the body of 
the pot is such that it will never work 
loose or leak. 

The design of the handle has also 
been improved, but it is still fastened 
onto the body of the percolator with 
bolts, which pass clear through to the 
inside of the pot. The heating ele- 
ment in this device is guaranteed for 
five years, and is of the same type as 
that used in the Hotpoint iron. 


Combination Mop Wringer 


The Rochester Stamping Company, 
Rochester, N. Y., and 200 Fifth ave- 
nue, New York City, has put on the 
market a combined pail and roller 
mop wringer, No. 78. 

It is stated that, like all of the com- 
pany’s household utilities of this char- 
acter, the main portion of the com- 
bination mop wringer is made of black 
sheet steel and angle iron. It is gal- 
vanized after assembling, so that 
every joint is automatically soldered 
water tight. 

The pail is of 19-quart capacity, 
measuring at the top 12 inches in 
length, 9% inches in width and 9% 
inches in depth, inside, with a slight 
inward taper toward the bottom. The 
pressure board is made of heavy 12- 
gauge strap iron, and for squeezing 
the mop (which can pe done from 
any side) there are two hardwood 
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rollers, natural finish. These rollers 
are held by heavy material which 
measures 3/4 by 3/32 inch. 

The company claims that mops vary- 
ing from 9% inches to 5% inches in 
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Rochester combination pail and roller mop 
wringer 


width can be wrung dry with this de- 
vice because of the sloping metal 
guides in front of the stationary rol- 
ler. At the bottom, running length- 
wise, are two angle iron shoes meas- 
uring 17 inches by % of an inch, 
which permit of the wringer being 
pushed along easily on its narrow 
edges, over a floor, instead of its be- 
ing. carried from place to place. The 
bail and black enameled handle moves 
in a quarter circle, which arrange- 
ment steadies the pail in carrying. 


Knapp Electric Specialties 


The Knapp Electric & Novelty 
Company, 511-513 West Fifty-first 
street, New York City, is manufac- 
turing a line of electric products 
which comprises miniature electric 
motors, electric fans, the Knapp elec- 
tric questioner, etc. One of the small 
motors, manufactured by the com- 
pany, the “Little Hustler,” is shown 
in the accompanying illustration. 
The starting switch and the binding 
posts of this motor are mounted on 
the field, which makes it easy to re- 
move the motor from its base with- 
cut disturbing the connections. The 
“Little Hustler” measures 3% inches 
in hight, and it is finished in black 
enamel, with nickel-plated  trim- 
mings. It has a three-pole armature, 
which causes the motor to start with- 
out assistance as soon as the current 
is turned on. The %-inch shaft of 
the “Lititze Hustler” motor is fitted 
Wit’ pulley, which may be utilized 
for running mechanical toys, models, 
ete. This motor is also stated by the 

















“Tittle Hustler’ 
Knapp electric questioner 


company to be capable of driving a 
fan at a high rate of speed. 


The Knapp electric questioner 
answers questions by electricity. 


electric motor at left; 
at right 


Twelve cards, numbered one to twelve 
are furnished with each of these ques- 
tioners. These cards cover a wide 
range of subjects. There are 48 pins 
on the top of the desk, over which 
a perforated card is placed. On this 
card there are 24 questions and 24 
answers, the questions being on the 
left side and the answers on the 
right. To operate the questioner, the 
key, which is attached to the left- 
hand flexible cord, is placed on any 
of the 24 questions desired. The pins 
are then tapped consecutively with 
the pointer, which is attached to the 
right-hand flexible cord, until the 
signal is given. After this the answer 
can be taken from around the pin 
which gave the signal. 


S. K. S. Burglar Alarm 


The S. K. S. Burglar Alarms Mfg. 
Company, 103 East One Hundred and 
Twenty-fifth street, New York City, 
has recently brought out the S.. K. S. 
burglar alarm, which the company 
states is so constructed that it can 
be attached to any door, window or 
other movable object. It is stated 
that this device can be used either as 
a call bell or as a burglar alarm, and 
that it requires no wiring to install. 

It is further claimed that the 

















New 8. KE. 8. portable burglar alarm 


S. K. S. burglar alarm is extremely 
useful in the home, store or office, and 
the company states that it may be 
attached and made ready for use in 
less than one minute. This alarm 
is guaranteed for a period of five 
years. 

The S. K. S. burglar alarm is a 
late invention, as it was patented on 
June 9, 1914. 


Sharon Barn Door Hanger 


The Sharon Hardware Mfg. Com- 
pany, Sharon, Pa., is marketing the 
new Sharon stormproof barn and 
garage door hanger and track, which 
is known as No. 57. The company 
states that in developing this equip- 
ment the chief idea was to produce 
a hanger and track which would save 
time and trouble for the dealer in 
handling, and also lessen: the chances 
of mistakes on the part of the car- 
penter in installing this equipment. 

The track and covering are com- 
plete in one piece, with all supports 
and fasteners attached. It is fur- 
nished in 4, 6, 8 and 10-foot lengths. 
The company states that the track is 
formed so that in folding, the raised 


head becomes strong and rigid, pro-. 


ducing a track of exceptionally heavy 
gauge, which will not rust through. 
Every two feet the tread is doubly 
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reinforced by heavy attached braces, 
which support from below, and which 
fasten to the building. At one end 
of the track the brace protrudes half 
way to receive the tread of the next 

















Sharon barn and garage door hanger and 
track 
piece of track, and this construction 
forms a lock which the company 
claims holds the tread in perfect 
alignment under all conditions. This 
method is also stated to prevent the 
track from separating at the joints. 
The hanger has tandem wheels, 
which are spaced apart to equalize 
the weight. The small bearing space 
on the tread is stated by the company 
to produce very little friction and also 
to give this equipment easy running 
qualities. The hangers are packed 
one pair in a box, with end caps and 
sufficient screws and lags to put up 
twenty feet of track. One dozen 
boxes are packed in a case. The 
track is packed with two pieces of 
one length in a bundle. 


Allan Self-Adjusting 
Wrench 


The A. C. Allan Specialty Mfg. 
Company, 420 West  Sixty-third 
street, Chicago, Ill., is manufactur- 
ing the Allan self-adjusting wrench, 
which the company states will adjust 
itself to a nut of any size. The 
operation of the Allan self-adjusting 
wrench is simple. One jaw is slotted 
and fitted with suitable guides, as 
shown in the accompanying illustra- 
tion, to allow the other jaw to slide 
in it. 

The handle is pivoted in the larger 
jaw and, when force is applied, it 
moves the smaller jaw and _ thus 
grasps the nut firmly. The handle 
is reversible, so that this wrench has 
the advantages possessed by the 
ordinary S wrench. 

Another advantage claimed for the 

















Allan self-adjusting wrench 


Allan wrench is that, as it always 
takes a firm hold it wil! not *round 
the corners of a nut. This tool may 
also be converted into a pipe wrench 
by putting teeth on the jaws. 
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“Some Fine Day Ill Warrenize’ 


This often repeated statement of the hardware retailer is easily 
understood when you realize that by the installation of an equip- 
ment of Warren Fixtures 


Sales Increase Time is Saved 
Drudgery Vanishes 


and the pleasure of being in business: is doubled. 


Warren Fixtures are the Standard fixtures of the retail hardware trade. 
They are recognized everywhere as the finest made hardware fixtures money can buy. 


The price of Warren Fixtures is only as high as is consistent with the material and 
workmanship that go into their manufacture. 


A wide range of units from which to choose places Warren Fixtures within. the reach of 
every size stock or pocketbook. 


Efficient store designing has been our life-study. Our expert advice is free to you. 
If you cannot determine just what kind of fixtures to install to meet your particular condi- 
tions, let us help you. 


Catalogs Nos. 65 and 212. 


J. D. Warren Manufacturing Co. 
Masonic Temple, Chicago 


Eastern Display Room, 253 Broadway, N. Y. 


Warren Fixtures are manufactured in the largest and finest equipped plant of 
its kind in the world 
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Mitchell-Lewis Announce- 
. ment 


The Mitchell-Lewis Motor Com- 
pany, Racine, Wis., is distributing 
its 1915 announcement, containing the 
preliminary specifications of the 
company’s new models, which include 
a light four cylinder model, a special 
four cylinder model, a special six 
cylinder model and the six cylinder 
de luxe model. 

This catalog is well illustrated 
with halftone engravings of the com- 
pany’s motor cars, and it contains 24 
pages. It is bound with an attrac- 
tive looking blue and red cover. 


“Butler Way” 
Book 


Butler Bros., Chicago, IIl., are send- 
ing out the 1914 edition of the “Butler 
Way” Christmas book. This publica- 
tion is bound with a seasonable colored 
cover. Some of. the features of this 
issue are “Deéorating the Store for. 
Christmas,”*which gives a number of 
timely suggestions for both interior 
and exterior store trimming; “Old 
Santa Claus in a Coal Hole,” “A Win- 
dow Trim of Christmas Toys,” 
“Christmas in the Land of Flowers,” 
“Lighting the Christmas Store,” “A 
Santa Claus Reception for the Chil- 
dren,” etc. 


Christmas 


Chanticleer Gasoline En- 
gines 


“Chanticleer Gasoline Engines” is 
the title of a booklet recently issued 
by the Jacob Haish Company, De 
Kalb, Ill. This catalog features the 
company’s line of portable and sta- 
tionary gasoline engines. It is well 
illustrated with many complete and 
sectional views showing the construc- 
tion and operation: of the company’s 
engines. 


New Weaver Catalog 


Sam Weaver, a hardware dealer 
of Mountain View, Mo., is sending 
out his 1914-1915 catalog, which is 
No. 2. This publication illustrates 
and describes Mr. Weaver’s stock of 
hardware, implements, building mate- 
rial, and furniture. It is well printed 
and contains 48 pages. 


N. J. Wire Cloth Co.’s Price 
List 

The New Jersey Wire Cloth Com- 
pany, Trenton, N. J., is sending out 
its price list for 1914, No. 60. This 
price list quotes prices on Jersey 
poultry. netting, “G. B. W.” poultry 
netting, Jersey farm fencing, gates 
and staples. It is well illustrated and 
contains 16 pages. 





RECENT TRADE LITERATURE 


Catalogs, Bulletins and Other Matter of Interest to the Trade 


The Little Blue Flag 


The current issue of The Little Blue 
Flag, published by the Lowe Brothers 
Company, 450-452 East Third street, 
Dayton, Ohio, contains an interesting 
article entitled “What Window Dis- 
play Means to Us.” This article is 
written by Frank K. Webster, vice- 
president of the Pittsburgh Paint Sup- 
ply Company, Pittsburgh, Pa. A few 
months ago the Pittsburgh Paint Sup- 
ply Company was awarded the first 
prize in a: window display contest held 
by one of the paint trade journals. 
This number of The Little Blue Flag 
also contains suggestions for a ten 
minute window display of wagon 
paints, and several other articles, 
namely, “How I Get My Paint Win- 
dow Ideas,” by Guy R. Martin, “Paint 
Windows Draw a Crowd At Dayton’s 
Fall Style Opening,” “Window Deco- 
ration Essential to Retailer’s Suc- 
cess,” “How to Get the Most From 
Your Show Window,” “Stopping the 
Leak In Retail Stores,” etc. 


Shapleigh Christmas 
Catalog 


The Shapleigh Hardware Company, 
St. Louis, Mo., is now supplying to 
its customers an illustrated 1914 
Christmas catalog. 

This publication contains 495 illus- 
trations, and describes 884 items. The 
Shapleigh name does not appear as 
part of the catalog. This publication 
has the appearance of one prepared 
by the dealer himself, as his name is 
printed on the front cover. Retail 
prices are printed throughout. 


Townsend Booklet on Grease 
Guns 


S. T. Townsend & Co., Orange, 
N. J., are sending out a small book- 
let which features the Townsend 
grease gun. This booklet measures 
2% by 3% inches, and contains 22 
pages. A view of the Townsend 
factory at Orange, N. J., is shown on 
the front page, and the rest of this 
booklet is given over to an illustrated 
description of the Townsend grease 
gun itself. 


The Forging of an Auger 
Bit 

Greenlee Bros. & Co., Rockford, 
Ill., direct representatives Surpless- 
Dunn & Co., 74-76 Murray street, 
New York City, are distributing a 
15-page booklet entitled “The Forging 
of An Auger Bit,” which is the first 
of a series of six illustrated, descrip- 


tive pamphlets on the subject of the 
manufacture of auger bits. 
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The De Laval Monthly 


The November number of The De 
Laval Monthly, which is published by 
the De Laval Separator Company, 165 
Broadway, New York City, contains 
some interesting articles, a few of 
which are: “Hog Killing Time in Ten- 
nessee,” “Feed the Calves on Skim- 
Milk,” “The Cultivation of the Two 
and Three Cow Farmer as a Separator 
Prospect,” “Why Handle Cream Sep- 
arators?” etc. | 

The subject of this month’s bio- 
graphical sketch, which is a perma- 
nent feature of The De Laval 
Monthly is A. L. L. Scoville, who was 
for many years the De Laval local 
agent at Seneca, Kan. 


Stevens Catalog for Cana- 
dian Trade 


The J. Stevens Arms & Tool Com- 
pany, Chicopee Falls, Mass., has re- 
cently issued a special Canadian cata- 
log of envelope size. This publication 
shows advanced list prices, so that 
Canadian retailers are relieved of em- 
barrassment when quoting to consum- 
ers prices that are necessarily higher 
than factory list prices. The prices 
cover duty charge and a reasonable 
profit for the dealer. These catalogs 
may be had on request, and are printed 
with the dealer’s name and address. 
They are well illustrated and contain 
25 pages. 


New Stanley Booklet 


The Stanley Rule & Level Company, 
New Britain, Conn., has recently pub- 
lished an interesting and instructive 
booklet entitled “The 55 Plane and 
How to Use It.” A colored plate is 
shown on the front page, which illus- 
trates the “55” plane and pieces of 
work done with this tool. The re- 
mainder of this booklet is given over 
to a comprehensive description of the 
“55” plane, which is illustrated with 
a number of sectional views. This 
publication contains 23 pages, and it 
is bound with an attractive, cloth- 
finished cover. 


“The Soil and Intensive 
Tillage” 


The Cutaway Harrow Company, 
Higganum, Conn., is distributing an 
attractively printed book entitled 
“The Soil and Intensive Tillage.” 
This publication contains a foreword 
which states that “this book is written 
with one aim in view—namely, ~o 
assist in bringing the farmer to real- 
ize the importance of intensive tillage.” 

Many illustrations are given in this 
book, which also contains an article 
entitled “Cutaway Forged-edge Disks,” 
by G. B. Upton, assistant professor of 
experimental engineering, Cornell 
University. 
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to help you sell Nicholson Files 
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In “cut,” tempering, 
keen teeth, uniformity 
and long-wearing qual- 


ities NICHOLSON files 


excel. 


Guaranteed to make 
file users work easier 
and to make their 
finished product of 
highest quality. 


Always wrapped in 
our rust-proof paper. 
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Using a NICHOLSON “double-ender™ to sharpen a saw 


holson Files 


The Choice of Experienced Workmen 


The name NICHOLSON on a file does away with 
half the battle of selling. For nearly half a century 
it has stood for satisfactory file service. 
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(TRADE MARK) 








Master workmen in shops everywhere recommend 


apprentices to “Start Right” by using NICHOLSON 
files. The OLDER men know by experience that 


these files save the user time, labor and money. 


To carry NICHOLSON files is to invite the best 


class of trade. 


Sold by all leading jobbers 


Nicholson File Company 


Providence, R. I. 
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WINDOW DISPLAY FEATURES CIVIC 


PROBLEM 


\ Good Will of Motorists Won by Co-operation 
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Window display made by Barker, Rose & Clinton, showing a bad stretch of road 


that near, or in them, is “the 

worst bit of road in the 
United States.” This bad stretch 
is an endless source of annoyance 
to the motorists who are compelled 
to traverse it, but often their agi- 
tation for a betterment of condi- 
tions is without results. In such 
cases, an opportunity knocks on the 
door of the hardware merchant who 
wishes to arouse public interest in 
unfavorable conditions affecting 
his city, as well as to show the 
motor accessory buyers of the town 
that he is willing to spend his time 
and money in their behalf. 


The “Worst Bit” in Elmira, N. Y. 


The city of Elmira, N. Y., has, or 
rather did have, just such a case. 
Likewise the same city has a hard- 
ware firm, Barker, Rose & Clinton. 
This concern took advantage of the 
road condition and made profitable 
use of it. The stretch of road in 
question was of tar-like consist- 
ency throughout the year. Swamps 
flanked each side of it, making con- 
ditions worse, and a bridge located 
half-way afforded the only bit of 
solid footing along this portion of 
the road. 

Fastening upon this live local 
issue just prior to the opening of 
the annual automobile show in EIl- 
mira, the firm of Barker, Rose & 
Clinton worked out a window dis- 
play which reproduced this section 


Pen: towns are so fortunate but 


of the road, and two sections of 


good roads which adjoined it. An 
artist was secured, and he painted 
a back drop in exact reproduction 
of the country adjacent to the road. 
On the floor of the window the 
road itself was laid out, particular 
care being taken to faithfully re- 
produce actual conditions. 

At either end of the bad stretch 
wagons and motor cars were seen 
traveling the paved roads without 


trouble, while, in contrast, teams 
were hopélessly mired near the 
bridge, in the middle of the bad 
section. Just at the bridge a min- 
iature sign board gave this warn- 
ing: 
DANGER 
Worst Stretch of Road 
Between Buffalo and New York 
Vehicles Slow Down to 
1 Mile Per Hour 

The success of this display was 
immediate. Even before the mo- 
torists had taken possession of the 
town, frequent expressions of in- 
terest were heard from local car 
owners. So intense was the inter- 
est that the local papers took up 
the subject, and impetus was given 
to the movement for the paving of 
this bad stretch of road. This 
movement had been on foot for 
some time, but it had been ham- 
pered by official red tape. 


It is said that this display and, 


the idea back of it were the talk of 
the week at the automobile show, 
and the fact that accessory buyers 
appreciated the interest shown in 
their problems by this progressive 
firm is evident because the sales of 
motor accessories made by Barker, 
Rose & Clinton are larger than 
ever before. 

This window was trimmed by W. 
M. McLeod, with the assistance of 
Mr. Rose. Aside from the cost of 
the back drop (which can be used 
in numbers of other windows), the 
total cost of the materials used was 
less than five dollars. 


Hitch Up to the Automobile Show 


This excellent plan may be used 
to advantage by many other hard- 
ware merchants, especially if they 
are interested in the motor acces- 
sory line. The owner of a motor 
car has no interest in the partic- 
ular bit of red tape which is caus- 
ing him to travel daily over bad 
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sections of road. He wants action. 
This can be quickly secured by 
arousing public sentiment, and a 
truthful reproduction, such as was 
made in this case, will do more to 
accomplish this end than anything 
that could be planned. Campaigns 
for the betterment of civic condi- 
tions such as this one, mark the 
hardware man as a leader. They 
prove to the buyers of his gocds 
that he is deeply interested in their 
troubles. The time to select for an 
effort of this kind should be during 
an automobile show. 

Since these affairs are usually 
held during the fall and winter 
months, this suggestion is quite 
timely, and it should have the con- 
sideration of hardware men in 
every state. 

Mr. Rose says that he got the 
kernel of this idea from HARDWARE 
AGE. He also states that his motor 
accessory department was opened 
last year, and that he is doubling 
his business for every correspond- 
ing month of this year. 


A Hardware Automobile 


HE automobile shown here, 
which is built entirely of hard- 
ware, attracted considerable atten- 
tion recently when displayed in 
the window of the J. P. Eckels 
Hardware Company, Decatur, III. 
The wheels were built of corru- 
gated stove pipe elbows with flue 
stop hubs. A galvanized chicken 
coop made an excellent imitation of 
a radiator, while the food chopper 
served as acrank. The lamps were 
made of large funnels, while a 
smaller funnel represents the large 
end of the horn, an oiler stuck into 
a piece of rubber hose forming the 
rest of this particular part. The 
seat is a combination of clothes 
wringers and wash boards, while 
the occupant is formed from milk 
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eres a Big Business 


Opportunity 


Never in the history of the motor 
car business has there been 
such a demand fora low-priced, 
reliable electric warning signal 
as there is right now. 


Countless accidents—many of 
them grim tragedies — have 
more than impressed upon the 
minds of motorists the absolute 
worthlessness of the old bulb 
horn and the buzzer type of 
electrical devices. . 


Right in your own locality there 
exists a big demand for the 
Sparton Warning Signal. 


We have helped to increase this 
demand by our big national 
advertising campaign. 


By making Sparton Warning 
Signals superior in quality of 
tone and workmanship. 


By manufacturing in such large 
quantities that we can sell 
them at a price practically half 
that of any other reputable 


warning signal. 


Seventy-five per cent. of motor 
cars sold equipped with an up- 
to-date warning signal are 
Sparton equipped. 


This is in itself a glowing tribute 
to the quality and character of 
the Sparton. 


There are thousands and thou- 
sands of motor cars that will be 
compelled to equip with an 
efficient and unfailing warning 
signal. 


Each and every one of these car 
owners will buy the signal that 
offers the most for the money, 
and the Sparton is that one. 


Can’t you see the wonderful pos- 
sibilities the Sparton offers the 
wide-awake business man? 


We are now offering special in- 
ducements to dealers to handle 
Sparton Warning Signats. 


We know that it will be of in- 
terest to you. 


Send today, for our dealers’ 
proposition. 


The Sparks-Withington Company 


Jackson, Michigan 
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A hardware automobile, used in a window display of the J. P. Eckels Hard- 
ware Company 


cans, wash basins and conductor 
pipe. The cover is a grass catcher, 
and the luggage box an R.F.D. mail 
box. 


“Clero” Hand-Operated 


Horns 


The Fitzgerald Mfg. Company, 
Torrington, Conn., is the manufac- 
turer of the “Clero” hand-operated 
horns, which are made in both 
motor car and motorcycle models. 
The company states that the 


“Clero” horns are scientifically de- | 


signed to operate with little wear on 
their working parts, which is due 
to the simplicity of their construc- 
tion. 

The “Clero” is operated by means 
of aspiral drive, which the company 
states is a new feature in hand- 
operated horns. The company 
further claims that these horns are 
easily operated and are very dura- 


ble. The sound produced by the 
“Clero” is penetrating and har- 
monious. 


The motorcycle model is operated 
on the same principle as the motor 
car horn, the only difference in the 


7 
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“Clero” hand-operated horn for motor 
cars 





motorcycle model being that it has 
different clamps for attaching, and 
a shorter bell. 


Both the motor car and motor- 
cycle models of the “Clero” are 
made in the standard finishes of 





The “Clero” motorcycle horn 


black, black and nickel and black 


and brass. The motor car model 
is listed at $6 and the motorcycle 
model sells for $5. 


New J effery-Dewitt Pol- 


icy 


A SMALL, high-grade porcelain 

ware for the use of the plumb- 
ing trade will constitute the sole 
future output of the Jeffery-Dewitt 
Company, Detroit, Mich., formerly 
manufacturers of the “Reliance” 
and other brands of spark plugs. 
Since the taking over of the spark 
plug manufacture by the Champion 
Spark Plug Company, Toledo, Ohio, 
the Jeffery-Dewitt Company has de- 
cided to turn its entire attention to 
the manufacturing of small turn die 
and mold porcelain ware, such as 
drinking fountain appliances, fau- 
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cet handles, waste knobs, and han- 
dles of all descriptions, which will 
be made of the same quality of 
porcelain as the other Jeffery-De- 
witt products. 

The Detroit factory of the com- 
pany is already said to be running 
day and night to meet the demand 
for porcelain products, which, since 
the outbreak of the European war, 
is stated to have become more 
marked than ever, inasmuch as 
European-made porcelain ware is 
no longer available. It is estimated 
that 35,000,000 pieces will be turned 
out from the factory within a year. 


Victor Rubber Mats 


The Victor Rubber Company, 
Springfield, Ohio, is making a spe- 
cialty of manufacturing rubber 
mats cut to size to fit the floor 
dimensions of various makes of 
automobiles on the market to-day. 

The advantages claimed for rub- 
ber mats over any other type of 
floor covering are many, the most 
important of which is their sani- 
tary feature. They can be easily 
removed for cleaning with’ hose or 
brush, and they are claimed to be 
more durable than any other type 
of floor covering. An additional ad- 
vantage is the ease with which 
rubber floor covering is renewed 
when the original is worn out. 
With a rubber mat a new mat can 
be purchased and quickly inserted 
in the car, while carpet, aluminum 
or linoleum floor covering must be 
cut and fitted to the car, the edges 


1 bound and attached to the floor 
/ boards in order to give a satisfac- 


tory appearance. 


“Sta-Tite” Piston Ring 


The Piston Ring Company, Mus- 
kegon, Mich., is manufacturing 
and marketing the “Sta-Tite” pis- 
ton ring. The construction of this 
ring is such that there is no possi- 
ble chance of leak or loss of com- 
pression of the motor, the slots in 
two outside rings being separated 
and protected by the inner ring and 
the other outside ring. The “Sta- 
Tite” ring is made with light pres- 
sure which is distributed evenly 
around the cylinder walls by stag- 
gering slots, yet its design is such 
that great force is required to 
spring it in from place. This 
method of manufacture insures long 
life to rings and the minimum wear 
to cylinders, and makes ring slip 
impossible. “Sta-Tite” piston rings 
are stated to be good indefinitely. 
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STA-JITE 
The “Sta-Tite” piston ring, made by 
the Piston Ring Co., Muskegon, Mich. 
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Mars-Bright 
Flashlight 
Batteries 





T IS EASY to sell an ar- 
ticle of good quality that 
is well advertised. For the 

‘‘advertised’’ qualification of our 
batteries see Hardware Age, 
Hardware Record and Electric- 
al Record. For the quality, see 
the batteries themselves. 


Send for free sam- 
ples if you are a 
jobber, or dealer. 


Note the brass 
testing contacts 
on the carton. A 
patented feature 
of ours. 


Bright Star Battery Co. 
430 West 14th St., New York 
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‘‘Marvel’’ Auto 


Cleaner 


The Marac Company, 44-60 
East Twenty-third street, New 
York City, is marketing the “Mar- 
vel” auto cleaner, which the com- 




















A can of “Marvel” auto cleaner 


pany states will remove dirt and 
grease from an automobile without 
scratching or marring the wood- 
work.. The company claims that 
every part of a motor car can be 
cleaned with the “Marvel,” includ- 
ing metal, woodwork and leather. 
This compound polishes as well as 
cleans, and it is stated that it will 
do its work very quickly. | 

With the “Marvel” cleaner the 
company asserts that it is pos- 
sible to restore the original bright- 
ness and luster to the finish on the 
woodwork of a motor car. It is 
also stated that this preparation 
will remove mud and water spots, 
which would ordinarily necessitate 
the re-varnishing of the car. 

The “Marvel” auto cleaner is 
packed in three sizes of cans. The 
quart size retails for $1, the half- 
gallon size at $1.75, and the gallon 
size is listed at $3. 


The Auto-Comfort Robe 


A motor car lap robe which is 
equipped with foot pockets is being 
marketed by the Auto-Comfort 

















The Auto-Comfort robe 


Robe Company, Gloversville, N. Y. 
Another feature of this lap robe is 
its special chest protector, which is 
fastened to the portion of the robe 
which rests on the knees of the 
wearer. This chest protector is in 
the form of an apron. When in 
use, the chest protector extends up 
to the throat, and it is held in posi- 
tion by adjustable straps which 
may be instantly released. The 
Auto-Comfort robes are made in 
velour, mackinaw and also in light 
and heavy weight fur. 


Smooth-On Repair 
Package 


The Smooth-On Mfg. Company, 
572-574 Communipaw avenue, Jer- 
sey City, N. J., is manufacturing 
the Smooth-On motor _ repair 
package, which is designed to 
enable motorists to make their own 
repairs on the road. This repair 
package makes it possible for one 
to make repairs on waterjackets, 
engines, boilers, tanks, screw- 
threaded joints, etc. The package 

















Smooth-On motor repair package 


contains one 1-lb. can of Smooth-On 
iron cement No. 1, a 1-lb. can of 
Smooth-On elastic cement No. 3, 
one roll of Smooth-On tape and an 
instruction book. 

The company states that Smooth- 
On is not affected by heat, cold, 
water or gasoline. 


“Daytonia” Acetylene 
Generators 


The St. Clair Mfg. Company, Day- 
ton, Ohio, has published a new cata- 
log, which describes the “Daytonia” 
acetylene generator, lighting equip- 
ment, etc. This book also contains 
views of some houses, public build- 
ings, etc., in which the “Daytonia” 
lighting equipment is in use. The 
“Daytonia” catalog contains 64 pages. 


New Loewenberg Catalog 


The Loewenberg Company, 58-62 
Colden street, Newark, N. J., is send- 
ing out its new catalog, which de- 
scribes and illustrates the Loewenberg 
line of motorcycle, motor boat, avia- 
tion and automobile clothing. This 
catalog contains 28 pages. It is well 
illustrated throughout. 
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Guide “No Glare” Head- 
light Lamps 


The Guide Motor Lamp Mfg. 
Company, Cleveland, Ohio, is 
placing on the market the “No 
Glare” Mazda electric bulb. This 

















“No Glare” Mazda bulb 


bulb is similar in construction to 
the standard Mazda lamp, excepting 
that by a special process the bulbs 
are so made that the rays of light 
reflected upward are diffused to 
eliminate the glare. 

The company claims that head- 
lights equipped with the “No Glare” 
bulbs will keep the strong center 
rays of light and also the side 
glow, without any of the glaring 
features which are so objectionable. 
It is stated that with the “No 
Glare” lamps, wiring or switches 
are not required. These bulbs may 
be used in any headlight which has 


the “Ediswan” sockets. The stand-— 


ard 6-volt, 16-candlepower lamps 
sell for $1.50 a pair. Special 
“Ford” lamps are sold at the same 

















Headlight equipped with “No Glare” 
; bulb 


price. The company also makes the 
“No Glare” lamps for electric ve- 
hicles. 


WoRK ON THE NEW building of 
©. J. Bates & Son, Chester, Conn., is 
progressing rapidly, and the firm ex- 
pects within a month or so to remove 
its cutlery department from Newark, 
N. J., to Connecticut. 
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Mr. Hardware Man— 


GET READY for a big winter de- 
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arford 
Type Speedometer 





G 
3" 


OU’'VE heard people say, “‘any- 

body can afford a Ford."’ Well, 

they may have been jesting, but 
those very words seem to be substan- 
tiated by the number of these sturdy 
little cars you may see any day in the 
year running about the country. 


Dealers: Opportunity is_ rolling 
along with every Ford that passes your 
store. And the Garford Ford Type 
Speedometer is quite the biggest Ford 
accessory value that you could sell 
complete for $12.50. Constant jar- 
ring never affects the mechanism nor 
the accuracy of the reading which can 
be told at a glance. The figures and 
hands are silver finished against a 
black background. The 3-inch dial 
has a 60-mile scale of uniform spacing. 
The use of only one spring in the en- 
tire mechanism is a feature we are 
quite proud of. The ‘works’ simply 
cannot get out of order. 


The driving mechanism to the road 
wheel is designed specially for the 


Ford Car, and all the necessary parts 
are furnished with the 


Garford Speedometer 


for $ 12.50 


The Garford Mfg. Co. 


100 Olive Street Elyria, Ohio 
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NOTES OF THE RETAIL HARDWARE TRADE 


GaDsBY, ALBERTA—Carrothers & McElhone, who formerly 
conducted a hardware business here, have moved to Craig- 
myle, Alberta. 


PRINCE RUPERT, BritTIsH CoLUMBIA.—The partnership here- 
tofore existing between Gratton & Brochu, has been dissolved. 


VictToriA, British CoLumMBIA.—C. W. Boughton has discon- 
tinued his hardware business. 


KILLARNEY, MaNnrTospa.—B. T. Lawrence is successor to J. 
Lawrence & Sons. 


HAZEMORE, SASKATCHEWAN.—Dolter & Sweeney, hardware 
dealers, have dissolved partnership, Peter D. Sweeney continu- 
ing the business. 


Moosz JAW, SASKATCHEWAN.—The management of the 
Ross Hardware Company has passed into the hands of H. 
Frank Walters. For some years Mr. Walters represented 
the Western Canadian branch of the Marshall-Wells Com- 
pany. 


STRASSBURG, SASKATCHEWAN.—H. B. Devine has disposed 
of his hardware business to R. J. Marshall. 


VICEROY, SASKATCHEWAN.—Thos. Moffet & Co., handling a 
se Me hardware and implements, recently sold out to E. B 
ry. 


BIRMINGHAM, ALAa.—The Spiro Hardware Company was 
recently organized, taking into the firm a number of the em- 
ployes who have been connected with it.for a long time. The 
firm now consists of J. Spiro, president, S. M. Bonnell, vice- 
president, and J. W. Beasley, secretary and treasurer. The 
company’s capital stock has also been incr 


BENTONVILLE, ARK.—The Bohart Hardware Company, oper- 
ating stores here and at Centerton, leased a building at 
Cave Springs, and will shortly open a store there under the 
management of Louis Haase, of Bentonville. The business 
will be both a wholesale and retail one, covering’ a line of 
general hardware, vehicles and implements. The firm has in 
contemplation the erection of a warehouse in the near future. 
Catalogs requested on automobile accessories, baseball goods, 
belting and packing, bicycles, bu whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, dynamite, electri- 
cal household specialties, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, lubricat- 
ing oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys and games, wagons 
and buggies, washing machines. 


CALIPATRIA, CaL.—Nice Bros. have recently established 
themselves in the hardware business here, carrying a stock 
comprising buggy whips, cream separators, gasoline engines, 
hammocks and tents, harness, heavy hardware, lubricating 
oils, pumps, wagons and buggies and washing machines, on 
which items catalogs are requested. 


BRIDGEPORT, CONN.—G. H. Botsford has opened a hardware 
store at 1641 Main street. The name of the concern will be 
the Bull’s Head Hardware Company. : 


GREENWICH, CONN.—The three-story brick building which 
is being erected by Isaac M. Hubbard, will shortly be occupied. 
The first floor will be devoted to hardware and plumbing. 


APoPpKA, Fia.—The Tower Hardware & Supply Company 
is planning the building of a two-story store and warehouse. 
The company’s line will gy the following: Automobile 
accessories, baseball 8 athroom fixtures, belting and 
packing, bicycles, b whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, electrical 
household specialties, fishing tackle, furnaces, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy farm 
implements, heavy hardware, lime and cement, linoleum, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and glass, 
poultry mie 5 tae prepared roofing, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting 
goods, wagons and buggies, washing machines, Catalogs 
requested. 

POCATELLO, IDAHO.—The Hall hardware store will soon move 
into its new location at 218 N. Main street. 


CAMBRIDGE, ILL.—The firm of Sherden & Co. has been dis- 
solved, William Sherden having purchased the interest of his 
—— Clarence Johnson, who will conduct the business under 


is own name. ; 


Momence, Itut.—Fred H. Harms has succeeded Hayden & 
Harms in the implement business here. 


Siwney, Inu.—C. A. Peabody has started in business, carry- 
ing a complete line of implements on which catalogs are re- 


quested. 


CENTER Pornt, INp.—C. O. Rentschier & Co. are enlarging 
their quarters by the addition of another building, to house a 
stock of farm machinery. 


RUSSIAVILLE, IND.—There has been a change in the owner- 
ship of the store of James W. Sears. Eikenberry Bros. are 


now in possession. 


ALEXANDER, Iowa.—aAlbert E. Yaw, for many years in the 
hardware business, has disposed of his stock to George W. 
Clay. Many improvements and changes will be made, and 
the stock, consisting of automobile accessories, sporting 
goods rged. 


and a general line of hardware, will be enla 


Iowa.—The hardware store of Spech 
Behrends has changed hands, and it will hereafter be con- 
ducted by A. W. hrends. Among the lines handled are 
bathroom fixtures, churns, cutlery, fishing tackle, furnaces, 
tubricating oils, mechanics’ tools, paints, oils, varnishes and 


GERMANIA, 


Sof a buildin 


glass, shelf hardware and silverware, to which a stock of 5 
and 10 cent goods will be added. Catalogs requested on gen- 
eral hardware specialties. 


GRAND RIvER, lowa.—H. A. Ellis has taken possession of 
the hardware store of H. Griffin. The stock consists of auto- 
mobile accessories, buggy whips, wagons and buggies, lubri- 
cating oils, etc. 


GRISWOLD, Iowa.—L. W. Graue has recently gone into busi- 
ness, handling a complete stock of hardware and implements. 


HINTON, Iowa.—A store will shortly be opened by the 
Hass Shuenk Company, which will deal in hardware and 
sporting goods. “ 


Hospers, lowa.—Jacob Vande Stegg has purchased the in- 
terest of C. Van Zyl in the implement business. The name 
of the firm will new be the Van Zyl Implement Company. 


HuLu, Iowa.—John Smith has established himself here as 
successor to Joseph Peters. 


NEvapDA, Iowa.—The Johns Bros. Company, which carried 
cream separators, dairy supplies, electrical household special- 
ties, prepared roofing, etc., has disposed of its business to 
John L. Hamilton. 


FALL River, Mass.—William E. Fawcett has purchased the 
hardware business of the J. O. Neill estate, at 128-134 Bed- . 
ford street. A corporation has been organized to be known 
as the J. O. Neill Hardware Company, for -the purpose of 
are on both a retail and wholesale business. The capi- 
tal is $30,000 and the officers are: Albert B. Gordon, president 
and general manager and William E. Fawcett, treasurer. The 
firm is one of the oldest in continuous existence in the city, 
having been established about 60 years ago. 


GRAND RaPips, Micu.—Henry DeWit and John J. DeWit, 
under the title of De Wit Bros., have engaged in the hardware 
business at 1206 Burton street. The new firm deals in base- 
ball goods, bu whips, builders’ hardware, building paper 
glassware, cutlery, dairy supplies, fishing tackle, galvanize 
and tin sheets, home barbers’ supplies, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department, pre- 
pared roofing, pumps, shelf hardware, sporting goods, tin shop, 
washing machines, on which catalogs are requested. DeWit 
Bros. contemplate the addition of bicycles and supplies to 
their stock in the near future. 


Houston, Minn.—C. J. Swenson is the new owner of the 
store-of Swenson & Benson, the partnership having been dis- 
solved. Crockery and glass, cutlery, wagons and buggies, 
ee: tools and heavy farm implements are included in 

e stoc 


PaRK Rapips, MInn.—The firm of Hughes & Johnson, deal- 
ing in basebal! goods, builders’ hardware, dairy supplies, cut- 
lery, heavy hardware, furniture, furnaces, ranges and coal 
stoves, prepared roofing, sewing machines, shelf hardware, 
cutlery and washing machines, is occupying its new building, 
consisting of two stories and basement, 50 x 80 feet, of brick 
construction, the first floor of which will be used exclusively 
for the hardware, paint, stove and harness departments. The 
building is thoroughly modern and up to date, and is provided 
with two front entrances, affording spacious window display. 


PIPESTONE, MINN.—S. T. Marshall has bought the business 
and stock of W. C. Schultz. 


GALLATIN, Mo.—Samuel B. Scott, who recently acquired a 
hardware business here, will take possession. 


Mo.—Work has been commenced on the erection 

for A. W. Bedell & Sons, who will carry a stock 
consisting of buggy whips, builders’ hardware, fishing tackle, 
lime and cement, lubricating oils, prepared roofing, shelf hard- 
ware, etc. The company expects to be in possession about 
January 1, 1915. 


West PLAINS, Mo.—The Davis-Langston Hardware Com- 
pany hasc ed hands, Mr. Funkhouser having disposed of 
his interest to Wm. Langston. The name of the concern will 

the same as given above. 


WALTHILL, NgeB.—The business and stock of Patton & Stew- 
art has been sold to F. B. Davidson & Co., who carry auto- 
mobile accessories, belting and packing, lubricating oils, heavy 
farm implements, pumps and washing machines. 


WEEPING WATER, Nzes.—C. H. Gibson will, about February 
1, 1915, establish himself here as successor to D. M. Johnson, 
dealing in churns, cutlery, electrical household specialties, 
lubricating oils, washing machines and poultry supplies. 
Catalogs on general hardware requested. 


FrewssurG, N. Y.—Ralph W. Sternberg and Lawrence 
Warn have engaged in business here under the title of the 
Frewsburg Hardware Company, carrying a stock comprising 
bugszy whips, builders’ hardware, building paper, churns, cut- 
lery, dairy supplies, dynamite, electrical household specialties, 
oil cloth, fishing tackle, galvanized and tin sheets, harness, 
heating stoves, heavy farm implements, paints, oils, varnishes 
and glass, pumps, sporting goods, shelf hardware, tim shop 
and washing machines. Catalogs on the above lines re- 
qu 


VALATIB, N. Y.—Peter Hess, who has been in the hardware 
business for forty years, has disposed of his building and 
stock to Ernest H. Witbeck. New store fixtures and a new 
front have been installed, and electrical household specialties 
are a recent addition to the stock which consists of the follow- 
ing: Bathroom fixtures, builders’ hardware, churns, cutlery, 
dog collars, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, heating stoves, heavy 
hardware, kitchen housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, shelf-hardware, tin shop, washing machines. Catalogs 
requested on above lines. 


GRANDIN 
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Atkins Always Ahead! 


We are the people that originate. We 
are “always ahead” with new ideas for 
the most progressive merchants. If you 
want to be “always ahead” in your 
community, then you _ should sell 
ATKINS SILVER STEEL 
SAWS, “The Finest on Earth.” 
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Saws for Christmas 


Here’s a new idea for you. Why not sell every carpenter and mechanic in your town 
an ATKINS SILVER STEEL SAW for Christmas. You can do it, if you try. 
These men would rather have a fine tool like an ATKINS SILVER STEEL SAW 


than anything that could be given them. 


Get Atkins Silver Steel Saws in Your Window 


Now is the time to fill your window full of ATKINS SILVER STEEL SAWS. Be “ahead” of 
the other fellow. Send for our Christmas cards and signs. They are free. Put these on your 
ATKINS SAWS and then tell your clerks that you want them to SUGGEST THIS IDEA 


TO THEIR CHRISTMAS TRADE. 


Sweeten Up Your Saw Stock Now 


Look over your Saw stock right away. See if you have plenty of ATKINS SILVER STEEL 
SAWS. Check up your sizes and points and get your order in now for ATKINS SAWS 
PACKED IN HOLLY BOXES. 

Order No. 400 Skew Back or No. 401 Straight Back, the finest Hand Saws that have ever 
been made. Sell for $3.50 and are worth it. Mirror Finish Blade, Solid Rosewood Handle, 
Silver Plated Screws. A Saw fit for a King. 

Atkins No. 53, Perfection Handle, sells at $2.00. Atkins No. 51, old style Straight Across Han- 
dle, sells at $1.85. Both the above Damaskeen Finish, Taper Ground, EMBOSSED Apple 
Handle. The finest popular priced Saws in the world. 


Our Free Offer 


Any orders for ATKINS SILVER STEEL SAWS placed for shipment prior to Dec. 15th, 
either thru us or from your Jobber, will, when specified, be shipped in beautiful Holly- 
Covered Boxes without extra charge. This makes an ATKINS SAW the most appropriate 
Christmas present that a lover of fine tools could possibly have. Write to the nearest address 
below and get a supply of Christmas signs and cards, FREE OF CHARGE. 





Christmas Is Coming Get Your Order In Now 
Atkins Always Ahead! 


E. C. ATKINS & COMPANY, INCORPORATED 


THE SILVER STEEL SAW PEOPLE 
Home Office and Factory: Indianapolis, Ind. Canadian Factory: Hamilton, Ont. 
Branches carrying complete stocks in the following cities, address E. C. ATKINS & CO., Incorporated 


Atlanta Memphis New Orleans Portland, Ore. Seattle 
Chicago Minneapolis New York City San Francisco Vancouver, B.C. Sydney, N. S. W. 


Messrs. John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, England, Agents for Great Britain. 






































OUR NEW DOUBLE JAWED 


No. 91% 
ONEIDA JUMP TRAP 


corresponds in size to the No. 1%. 








Supplies the demand for a double jawed trap larger than the 
No. 91. Especially adapted for catching skunks and mink. 


Ask your dealer for this Double Jawed No. 91% 
Oneida Jump Trap. 


ONEIDA COMMUNITY, Lrp. 


ONEIDA, N.Y. 





This advertisement is appearing in all of the best trapping publications 
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